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Get more door sales by giving your 
customers more for their money .. . 
offer them FORD doors! 


Beautiful Ford Doors are of rigid high 
quality throughout—both in materials 
and construction—and this quality and 
beauty doesn’t mean higher prices! 
In fact, Ford’s fine features come at 
the least possible cost! 


Volume production and efficient buy- 
ing and operational methods are the 
reasons why you can sell Ford doors 
at a price so low that customer interest 
is immediately aroused. And when 
you show that there are no concessions 
of quality to price, you’ve got a sale! 


Write in today. Investigate this door 
that combines superior beauty and 
workmanship with minimum cost. Ford 
doors will sell fast for you—and bring 
consistent extra profits. 


look good. 
are good, 
cost the least 


All-Wood 7-Ply Construction to Resist Warpage, Add 
Strength and Rigidity. 


Attractive 3 Equal Ply 1/20 Birch Veneers to Com- 
plement Any Room Decoration or Architectural Style. 


Warpage Limits Within Bureau of Standards Specifi- 
cations. Bonded With a Proved, Waterproof Glue. 


‘Two Lock Blocks for Hanging on Either Side. Easily 
Installed by Any Builder or Home Handyman. 


Precision Cut, Perfectly Sanded. Air Vents at Top 
and Bottom. 


Interior and Exterior Models for Homes, Apartments, 
Ollices, Hotels, Schools, ete. 


Quality Materials and Construction Throughout — 
Sells at Amazingly Low Cost! 


For outstanding value inquire today about Ford—the 
name of everything fine in flush doors. 


NORTHPORT twsuwoop voor company 


mo) -ee.)2°) eae i kedclicy-W. PHONE 2322 
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Wh does moisture gather on a water-and-vapor-proofed concrete floor? (page 
y 


Why is it wrong to vent cold roof spaces to a warm inside space? (page 33) 


ges? (page 40) 


lab lose heat only at the ed 
carseat n? Radiation? (pages 11, 15) 


ection does heat flow by Conduction? Convectio 


“ exist with respect to heat flow? (page 16) 
orb less heat than wood, plaster, rockwool? (pages 13, 46) 


In what dir 
Do “dead air spaces 


Why do metals radiate and abs 


Why replace low-conductive air with denser materials of greater 


a i.e. ordinary insulation. (pages 11, 13, 14, 29) 





The answers to these and numerous other problems 


of heat and vapor flow are found in the pages of 
the Revised Fifth Edition of 


SIMPLIFIED PHYSICS of Vapor and THERMAL INSULATION 


By Alexander Schwartz 


Written in simple language easy to understand, yet accurate and complete enough to gratify the 
scientist. Crammed with information the engineer, architect, public official, builder, contractor, insulator, 
heating installer, need. Hundreds of universities and techrrical schools use previous editions as a text. 


56 pages of Facts, Figures, Charts, Illustrations, and Explanations of Heat and Vapor Flow; Vapor Per- 
meability; Condensation; Dry Rot; Conduction and Density; Convection; 

Radiation and Emissivity; Reflection and Absorption. Sug- 
gests solutions and illustrated techniques for practical prob- 
lems of insulation installation, condensation, protection 
against heat loss or intrusion, radiant heating; cold storage. 





sb 


For The First Time 
TABLE OF ABSORPTIVITY AND EMISSIVITY OF MATERIALS 
Plus, Revised and Amplified, the Famous 
CHART OF THERMAL INSULATION VALUES 






Corton, Son #9 cominis 
$00 sq, Is oz. 1s 

OMPABED WITH 
ouoinatY INSULATION: 


ts. 
pi ft to 125 cv. 


These 2 charts are indispensable to anyone interested in building and 
heating. THE VALUABLE MANUAL IS FREE! Just fill in the coupon below. 
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WASHINGTON REPORT 


Unrealistic Interest Rate Stalling Gl Loan Program 


GI loans, here in metropolitan 
Washington, seem to be taking a 
slide. So the regional report of 
approved loans tells us. In fact 
the figures run scarcely more than 
a third of the number approved 
during the corresponding month of 
last year. 

Foggy Bottom is not unique in 
this regard; for the New York 
story is about the same. However, 
the purse-bearers of both places 
get sore when somebody says 
they’re not doing right by Uncle’s 
ex-fighting men. In fact the finance 
men make out a pretty good case 
to the effect that asking a veteran 
for a down payment of fair size is 
to do him a favor. Too many vet- 
erans take counsel of hope and of 
luck, so a New York banker says, 
and try for a contract that would 
obligate the borrower to meet a 
$75 a month mortgage payment on 
a weekly income of $50. Lady 
Luck has to be propitious, every 
day of the year, if that one is to 
work out. 


Demand higher interest 


The rate of return on these in- 
vestments, sure enough, helps ex- 
plain why lenders sometimes have 
trouble in hearing requests for such 
loans. Most “thrift institutions” 
pay a pretty fair interest rate on 
deposits; up to 234%. Reloaning 
this money at 4% isn’t exactly a 
ge'-rich-quick project. 

‘ut these institutions do make a 
«ir number of such loans and ap- 
parently intend to keep on doing 
so. The reluctance of the lender 
ist the only reason the number of 
Gi loans has been declining. Fur- 
thermore, asking a down payment 
of 15%, which seems about aver- 
age on insured loans of more than 
$8,100, naturally does not mean 
a higher percentage return on the 
lender’s money. It means the vet- 
eran takes on a lesser burden. 


New homes larger 


The FHA says the average floor 
Size of new houses is increasing. 
About 45% of the new dwellings 
upon which the agency insured 
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mortgages, the past twelve months 
or so, have three or four bedrooms 
each. The house being built now 
has from 60 to 100 more square 
footage of floor space than did the 
house of two years ago. Predictions 
are that the ’53 one-family unit 
will be a one-story rambler with 


no basement; and while neither 
the one-story prognosis nor the no- 
basement prophecy fills the ear of 
this page with joy, we do feel 
good over that increased floor area. 
The NRLDA has been asking long 
and urgently for more living space 
in the home of the future. 


OPS plans local price control boards 


The OPS, some little time ago, 
promised to give local communities 
a big share in operating price con- 
trols. There’s a question of this 
means a whole lot, since there are 
persistent rumors that price and 
wage controls may be lifted even 
before the fixed terminal date. 
However, the agency is starting 
its program of setting up local 
five-member boards. This is sup- 
posed to be done in 85 cities, 
eventually. The boards are to op- 
erate within the general frame- 
work of the law and according to 
the broad pattern of national pol- 
icy; but they’re supposed to apply 
special local knowledge to local 
pricing problems. 


The effect of rent decontrol in 
some 900 cities and towns where 
the rules lapsed on Sept. 29 is a 
subject on which there’s much dis- 
agreement. Rent control people say 
they’ve got hundreds of complaints 
about “skyrocketing rentals;’’ some 
increases amounting to as much as 
200%. People hurt the worst, so 
these officials say, are those in the 
lower income group; since their 
increases are always the largest, 
percentagewise, and they’re the 
least able to pay. 


Real estate men say they are not 
frightened by these stories; and 
they expect rents to be adjusted in 
a fair way and without trouble. 


Newest building merchandising trends 


There’s a trend toward includ- 
ing more and more articles, not 
formerly thought to be kosher, in 
the sale of a house; such as the 
refrigerator, the range, laundry 
equipment, maybe a deep freeze, 
even a TV set. No standard list. 
But if these things can be covered 
pro rata by the over-all mortgage, 
it’ll aid in selling to certain types 
of customers. 


The Texas touch 


A news story, for which this 
page can’t vouch personally, has 
to do with a builder who includes 
a Cadillac in the garage of each 
house he sells! The sort of thing 
the small merchant in historic New 
Orleans might have called “lag- 
niappe;” except that he wouldn’t 
aim to invest more than a picayune 
or so in the gift. This builder car- 
pets the house, installs drapes, puts 


_ top grade meats in the deep freeze 


and all that stuff. Oh yeah, sure; 


he charges from $40,000 to past 
$100,000 for his aggregations of 
house and sundries. He figures that 
such a house just naturally calls 
for this kind of going-away party. 
That’s right; deep in the heart of 
Texas! Where else? 

The National Association of 
Home Builders expects a marked 
increase next year in the number 
of homes equipped with air con- 
ditioning. Residential air-condi- 
tioning apparatus, the kind built in 
when the house is constructed, is 
being priced within reach of the 
owner who can afford a modest 
middle-income-class home. In the 
Washington area and in a good 
many other places this equipment 
will be promoted extensively in ’53. 
Curiously enough, it seems that 
builders rather than the manufac- 
turers of the apparatus are doing 
most of the promotion. Manufac- 
turers, it’s said, have been en- 
grossed so far in engineering de- 
sign and production problems. 











Symbols ol Quality Standards 


...that have won and held 
the confidence of 
discriminating buyers for 

sixty-two years. 


Avoid the: pitfalls oF lumber anonymous— 


Buy Brands You Know! 


FORDYCE LUMBER COMPANY 
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NEWS BRIEFS 





The election and housing. Where does Dwight Eisenhower stand 
o. US housing issues, particularly public housing? In August the presi- 
dent-elect told NAHB president Alan Brockbank: “I’d like you folks to 
tell me how I can produce a program in housing that will show the 
people what a great nation America can be with proper leadership.” 
Public housing? He simply said he wanted none of it. Well informed 
reporters believe that this isn’t the final word but it does illustrate 
Eisenhower’s general thinking. 


Approve commercial projects. Largely overlooked in the heat of 
the campaign were scores of state and local proposals for bond issues 
for new schools, hospitals, roads, etc., to take care of our growing sub- 
urban communities. About $1.4 billion of construction in all. With 
few exceptions most of the bond issues were approved by the voters 
assuring a good volume of commercial construction in 1953. 


More private debt. Like the Government, consumers owe more than 
ever before. They added $284 million to their obligations in September, 
the Federal Reserve Board disclosed. This brought consumer credit 
outstanding to a record $21.7 billion, $2.4 billion above a year earlier. 


Credit tightening. Credit bureaus throughout the country report 
slower payments, with deadbeats on the rise. Many lumber dealers say 
collections need more pressure than a year ago. High taxes and in- 
creased living costs are blamed. 


Higher asbestos cement prices. The OPS has approved an increase 
of 514% over their GCPR prices to manufacturers of asbestos cement 
siding, and clapboards, roofing shingles, flat sheets, corrugated sheets 
and asbestos cement accessories. This is a manufacturer’s order, but 
retailers may use the terms of SR-29 to recalculate their ceiling where 
necessary. 


The drought continues. The continued lack of rain this fall is be- 
ginning to have widespread complications. Low power is reducing 
aluminum production, crops may be less in 1953 and the dryness has 
created a fire hazard in both the woods and the lumber yard. Rains 
have fallen on the West Coast but the Middle West still goes without 
moisture. Good housekeeping-removal of leaves, posting of “no smok- 
ing’ signs can prevent a serious conflagration in the yard. 


Fannie May increases. As a result of the resumption of FNMA 
purchases of non-defense mortgages in September, purchases of Fannie 
May during the month were more than three times the August level, 
totailing $40 million. 


VA hardship ruling. A waiver of the VA down payment require- 
ments is now allowed under a new “hardship” clause added to the re- 
vised VA eredit regulations issued in October. Only closing costs must 
be paid in cash by the veteran. It is intended for use where the veteran: 
jus. doesn’t have the necessary down payment but is otherwise able to 
mect the loan guaranty requirements. 


End copper controls? Price controls for copper may “go overboard” 
by January 1, permitting domestic prices to rise toward the world level. 
That's the prediction of H. W. Steinkraus, president of Bridgeport Brass 
Co. If the controls are suspended, he says, the domestic prices may go 
as high as 30c a pound. The present copper price situation, Steinkraus 
asserts, is the ‘“‘worst mess ever.” 


Wages going up. There is nothing in the immediate future that 
Suggests any decrease in union wages, up 4.5% on the average so far 
this year. And there’s a good chance present wage controls will be 
Scrapped before Eisenhower takes office. 
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October Building 
Totals $3 Billion 


New construction in October de- 
clined a less-than-seasonal $100 mil- 
lion from September to an even $3 
billion, the Government announced. 

The Labor and Commerce depart- 
ments in a joint report, called the 
decline “somewhat less than ex- 
pected for this time of year, largely 
because private building construc- 
tion held about even with the Sep- 
tember dollar volume.” 

October was the fifth straight 
month in which total dollar outlay 
for new construction was 5% or 
more above the total for the corre- 
sponding 1951 month. Last year the 
October total was $2,849,000,000. 
Expenditures for private construc- 
tion in October totaled $1,982,000,- 
000, compared with $2,030,000,000 
in September and $1,908,000,000 in 
October 1951. 

Non-farm dwellings totaled 
$1,040,000,000 in October, compared 
with $1,049,000,000 for September 
and $963,000,000 for October 1951. 
Among the various types of private 
non-residential construction outlays 
for schools, churches and commer- 
cial and industrial buildings in Oc- 
tober were all somewhat above Sep- 
tember. 


For the first 10 months of this 
year, new construction came to 
$27,025,000,000, 4% above the like 
1951 period. However, when ad- 
justed for price changes, construc- 
tion activity appears about the 
same level for both years. 


Industry Urges 
Eased NPA Controls 


National Production Authority 
now has under consideration a rec- 
ommendation from representatives 
of the construction industry to re- 
lax construction regulations by 
January 1, 1953, instead of May 1. 

This recommendation was made 
by a task group of the Construction 
Industry Advisory Committee meet- 
ing with the NPA. They told the 
agency that the effective date could 
easily be advanced to Jan. 1 be- 
cause the small amounts of ma- 
terials concerned are normally 
warehouse supplies, and most ware- 
houses are reported to be in good 
supply. 

Earlier last month NPA an- 
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nounced that construction regula- 
tions would be relaxed on May 1 
to allow most types of construc- 
tion to self-authorize additional 
amounts of steel, copper and alu- 
minum. The announcement also 
stated that NPA would meet with 
the construction industry to see if 
that date could not be advanced. 

One member told NPA that a 
tight structural steel situation does 
exist, but that warehouses are con- 
stantly offering small amounts, 25 
tons or less, for sale to buyers with 
allotment tickets. 

Another member said that a sur- 
vey made by the construction in- 
dustry revealed that warehouses 
have adequate amounts of steel in 
various forms and shapes, with the 
exception of wide-flange structural 
steel in the West Coast. 


Plywood Prices 
Cut 5% to 10% 


Douglas fir plywood prices were 
reduced 5% to 10% late last month 
by several big producers, and many 
other makers are expected to fol- 
low suit. 


At Olympia, Wash., a spokesman 
for Georgia-Pacific Plywood Co. 
said new price lists were issued. 
Big M. & M. Wood Working Co., 
Portland, had previously issued a 
new list. 


New mill prices of quarter inch, 
sanded one side, now is $80, down 
from $88. A year ago the price 
was $97 and, in subsequent re- 
ductions, hit $75 before it turned 
upward. 


Quarter-inch exterior was _ re- 
duced from $98 to $91. Popular 
sheathing grades were cut only 
about 5%, all others about 10%. 
For example, 5/16-inch sheathing 
now is $67, down from $71. A 
year ago the price was $80 and 
and a half. 

The price slash came almost on 
had held at that level for a year 
the anniversary of one made in 
late October of last year. At that 
time, prices suffered several more 
reductions before leveling off in 
December. They made a partial 
recovery by February. This is the 
first change since February, al- 
though many mills have been giv- 
ing extra discounts for some time 
which, in effect, were price reduc- 
tions. 

Besides the customary 5% dis- 
count, some mills have been offer- 
ing an additional 5%, plus another 
4%. The price reductions will take 
the place of these discounts. 
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See Plywood 
Prices at Bottom 


Douglas fir plywood prices 
slashed 5 to 10% in the last days 
of October, have hit bottom be- 
cause of mounting production costs 
according to several industry lead 
ers. 

Following a meeting of the Wes: 
Coast section of the National Ply- 
wood Distributors Association, 


Frost Snyder, president of Van- 


couver Plywood Co., said the price 
bottom has been hit. 

“There are a few jobbers who 
think prices will drop an addi- 
tional $5, but they are mistaken. 

At Aberdeen, Wash., E. W. Dan- 
iels, director of sales of Harbor 
Plywood Co. and chairman of the 
Douglas Fir Plywood Association’s 
management committee, said there 
was “nothing in the cost picture 
to allow prices to come down more.” 
There certainly was no reason to 
lower ours except to meet compe- 
tition. But I’m optimistic for the 
next four or five months.” 


Drought Cuts 
Aluminum Output 


The Aluminum Co. of Canada 
will furnish the United States 77 
million pounds of additional alu- 
minum in  December-April—but 
even this substantial increase in 
potential supplies will not solve 
completely the nation’s temporary 
aluminum shortage. 

The deal, which was worked out 
in negotiations with the British 
Government as well as Alcan, was 
announced recently by Samuel W. 
Anderson, DPA’s Deputy Adminis- 
trator for Aluminum. It is similar 
to one worked out a year ago when 
55 million pounds were borrowed 
from the United Kingdom in the 
first and second quarter of 1952. 

Meanwhile the outlook remains 
dark for aluminum production not 
only for the fourth quarter of this 
year but for the first quarter of 
next. No relief is in sight for 
hydro-electric power, and if the 
freeze sets in before there is more 
rain in the Pacific Northwesi it 
will automatically prolong the pow- 
er shortage there until about April. 

Losses probably will reach at 
least 90 million pounds in Sep‘em- 
ber- November, with continued 
losses at better than a million 
pounds a day in December. ‘his 
same rate could continue through- 
out the first quarter next year un- 
less there is improvement in water 
supplies soon. 
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FRONT DOOR LOCK SET 
COMBINATION NO. | x 77% 
WITH OUTSIDE PLATE 





“ST. LOUIS’ DESIGN 
LATCHSET NO. 77% x 84 


“ATLANTA” DESIGN 
LATCHSET NO. 72 x 84 








“SANTA FE” DESIGN 
LATCHSET NO. 95% x 84 





“AKRON” DESIGN 
LATCHSET NO. 904% x 84 





“PLYMOUTH” DESIGN 
LATCHSET NO. 80% x 8&4 
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Quality Pardware 
CHALLENGER 


No. 800 SERIES 

Comprises 23 functional locksets and latchsets. 
There’s one for every building need. Simplified 
design eliminates all unnecessary working parts, 

assures long, trouble-free operation. Rugged 

unit construction for durability. Exceptional 

beauty for any residential or commercial installation. 
Made of brass, aluminum and steel. 


BORNSET 


No. 200 & 300 SERIES 


Self-aligning cylindrical locksets and latchsets 
are designed for interior doors. The “200” is 
for passage doors and the “300” has push button 
locking in the knob for either bath or bedroom 
doors. Made of brass, aluminum and steel, 
this series is known for its fine quality. 


STANDARD DUTY 


Tubular series locksets and latchsets available 
in glass, brass, or bronze knobs. Comes 
in Conventional or French shanks. Fully 
reversible tubular deadlocks and night latches 
are also included in this series. 





TUBULAR DEADLOCK 
NO. 1 REVERSIBLE 
5-PIN TUMBLER CYLINDER 


“CHALLENGER” 
800 SERIES SEMI-HEAVY DUTY 
CYLINDRICAL LATCHSETS & LOCKSETS 


AUXILIARY BOLT NIGHT LATCH 
NO. 3 REVERSIBLE 
5-PIN TUMBLER CYLINDER 


“BOR-N-SET” 
200 & 300 SERIES SELF-ALIGNING 
CYLINDRICAL LATCHSETS & LOCKSETS 


Sold by Leading Jobbers Everywhere 


HOLLYMADE HARDWARE MFG. CO. 


4865 EXPOSITION BOULEVARD * LOS ANGELES 16, CALIFORNIA 
CANADIAN FACTORY: 22 RIPLEY AVENUE * TORONTO, CANADA 

















Cost of Living 
Index Falling 


After a six-month steady climb 
to a record high, the cost of living 
dropped 0.2% in September. 

The Bureau of Labor Statistics 
attributed the decline to a 1% drop 
in the retail price of food. 

The bureau’s index, measuring 
the price of food, shelter, clothing 
and scores of other goods and serv- 
ices purchased by moderate income 
urban families, was 190.8 on Sept. 
15. This compared with the record 
of 191.1 set on Aug. 15. 


The bureau arrives at its index 
by assigning the figure 100 to the 
price level of 1935-39. 

Apart from food, the price of 
many things went up from Aug. 
15 to Sept. 15. These included 
clothing, house furnishings, mis- 
cellaneous goods and services, fuel, 
electricity and rent. 

The BLS “old style” index for 
Sept. 15 was 191.4, down an ap- 
proximate 142% from the preceding 
month. This is the index used by 
most labor unions whose work con- 
tracts allow wages to rise or fall 
with the cost of living. 








Sliding Door Units 
VU 


Are 


You bet they are, 
that new MODERN GLIDE 


ever they’ve been introduced! 


Just nail them in — no special car- 
Plaster or wall board 
can be affixed immediately. No time 
lost by building pockets ur on the site. 
Builders can concentrate on more im- 


pentry needed. 


portant spots of construction. 


Ideal for New Home building or the 
booming Remodeling market, the new 
MODERN GLIDE unit is very popular 
features 


with homeowners, too. It 
overhead storage space! 


They covet this extra wall space and 
increased floor and cubic footage now 
They’! 
for MODERN 
GLIDE’S new wardrobe unit (complete 
bottom) 
Rolling Doors 
save material 
and labor—and these units will carry 


offered by MODERN 
save money, too, 


GLIDE. 


with sliding doors top and 
and its ‘In-The-Wall” 


and By-Passing Dvcors 






any type of door. to job in package. Packaging 
knocked down means easy 
Don’t pass up this profit opportunity! endian, more shelf anne, 
Be the MODERN GLIDE dealer for reduced costs! 
your builders today! 
Modern ay — 1 
Glide t Please send, without obligation, the ‘'Modern Glide" 
wits ove i 1 folder and complete information about Modern Glide 
; f units. 
made for per- ; 
fect instal- i ton 
ities ond , ON io acea Siete e eaing Wis a te bene tal a Moldiatlnutd declaat ala eaaae 
operation— Hi! - ' 
will give a | | : NIN ccs cess ddcde eaeted alate aad ao hetecnes 
lifetime of r: 1 
owner satis- | SW wcsseustasvsendinndesoune PNA. OME occ cudevececess 
: — ; 
faction. ‘ ( Dealer 0 Builder 
1 


DEALERS WANTED — 
FILL IN THIS COUPON, 
MAIL IT TODAY! 


BIG NEWS for DEALERS! 


your builders interested in a 
new-design, ready-to-install pocket 
unit and wardrobe header that saves 
them time and money on the job? 
for the proof is 
units 
have won instant acceptance wher- 











New Sliding Door Wardrobe with 
Overhead Storage Space 


PACKAGED 
KNOCKED DOWN! 


e Less Inventory 
e@ Less Freight 
e@ Ease of Assembly 


can be 
site in 


Modern Glide units 
sent right to the job 
the package—or from the shelf 











(Check One) 


MODERN GLIDE SLIDING DOOR FRAME COMPANY 
11690 Cloverdale Ave., Detroit 4, Mich. 


Asks Extended 


Modernization Loans 


The need for devising a plan 
which will enable home owners to 
spread the cost of modernizing 
and enlarging their properties 
over a longer period of years is one 
of the major challenges confrcnt- 
ing the private building industry, 
Elliott C. Spratt, President of the 
Producers’ Council, national or- 
ganization of building products 
manufacturers, stated this weck. 

“Millions of families desiring to 
expand or make substantial im- 
provements in their homes are pre- 
vented trom doing so by the fact 
that major alterations in most 
cases must be paid for in three 
years or less,” Mr. Spratt said. 

“Under those terms, the monthly 
payments often are higher than the 
family budget can absorb, especial- 
ly when mortgage payments also 
must be made each month. 

“The open-end or expandable 
mortgage plan meets the need in 
some instances, but its advantages 
are not generally available to home 
owners. 

“Experience has demonstrated 
that it is entirely feasible to amor- 
tize mortgages on older homes over 





ants 





periods of from 10 to 20 years, and 
it should be possible to pay for 
home improvements on soundly con- 
structed homes over similar peri- 
ods, with relatively low monthly 
payments and interest rates. 





Complaint Dept. 


Breaking into a firm can be 
a good thing, but not when 
it means a loss of a large 
amount of money to the own- 
er. The J. H. Jackson Lum- 
ber Co., on New Jersey’s 
Rovte 6 near Denville, was 
the unfortunate victim of 
such a loss when a safe in 
the office was relieved of be- 
tween $1,300 and $1,500 early 
in August. .. . Safe-crackers 
were at work in other places, 
too—the South Plainfield 
Lumber Co. suffered a loss 
of from $400 to $500 and 


the same month.... Our only 
suggestion is to lock up tools 
as well as cash, since ihe 
Jackson Co.’s safe was 
cracked with tools taken fiom |f 
stock in the store. 





also a number of checks in | 
| ments 
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Builders Forming 
Research Institute 


n Vhat research has done in medi- 
‘0 cine, chemistry, physics and scores 
ig of other sciences to raise American 
es health and living standards may be 
1€ duplicated soon in the still unex- 


plored field of modern, mid-20th 
ceritury housing. 
he fhe National Association of 
nr Home Builders has taken the first 
ts big step toward that goal with the 
formation of a “Home Builders 
Research Institute” to coordinate 
the scattered housing research now 
under way and to conduct practical 
act field tests on new materials and 
techniques developed in university 
and industrial laboratories. 

The Institute charter was ap- 
hly | proved by the NAHB Board of 


the Directors at its September meeting 
ial in Seattle, as an outgrowth of the 
180 | technical and research activities 

of the association, whose 25,000 
ble members account for 80% of all 
= residential construction in metro- 
g 


politan areas of the United States. 
me Headed by Leonard G. Haeger, 
technical services director of NA- 
ited | HB, the Institute’s activities will 








10%" | be guided by a nine-man board 
ver | of trustees chosen from among the 
and country’s leading builders. 

for | In addition to its own studies 
con- § and field trials, the Institute will 
erl- | provide the nation’s home builders 
thly | for the first time with a central 


clearing house of information on 
new developments by governmental 
— and private research organizations. 


Saw 







































It also will advise those organiza- ‘ i FLOOR DISPLAYS 
tions on practical problems faced % 
by the home builders in order to / ae 
guide their research into the most 
ve 1 Gates aaa DISPLAY SELF SHIPPER FOR HANKS 
V DISPLAY SELF SHIPPER FOR COILS 
| ° . 
he See Housing King Cotton Sash Cord is an EXTRA QUALITY cord... Kin Cotton 
’S Short aae Ended fine yarn, smoothly braided! Compare it with the Sash ig. a 
as g Cord you now sell and you'll be sold. And you can’t do wa 
of Pg oe a housing shortage in better when it comes to toughness... King Cotton Sash ss — 
pa oe ms , Cord is made to take years of severe service. ® Dryer Cord 
be- Definitely not,” according to ; : : ; q © take 
rly members of the National Apart- Merchandiser display self shippers for hanks an Gn 
ers ment Owners Association, who coils. Give your Sash Cord Sales a real push. Don’t say ® Chalk Line 
28, Wounc up their 11th annual con- Sash Cord; say King Cotton Sash Cord. ® Cotton Rope 
eld vention in Cleveland, Ohio. In 
oss defense of their assertion, the 
ind landiords cited the growing per- & 
in |} centage of vacancies in apart- t Oo 
nly ments throughout the country. 
ols Bruce Holman, California land- 
ihe lord, said: “ ‘Housing shortage’ CORDAGE 
yas |}) Was the pet bogeyman phrase used 
jom |})!n arguments against rent decon- JOHN H. GRAHAM & CcO., INC. 
trol, yet when controls were lifted, 





105 DUANE STREET, NEW YORK 8, N. Y. 





» vacancies climbed from 1,600 to 
= : 5,000 in my area alone.” Mr. Hol- 
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Builders and home buyers prefer R-O-Ws by 2 to 1 


Popular acceptance has been built over a period of 
12 years. Lumber dealers and builders recommend 
them for the time-tested removable feature. Users 
praise their convenience, appearance and snug-fit. 


Homes with R-O-Ws sell faster than those offering 
only conventional windows. R-O-Ws are built 
better—look better—fit better—and last longer. 


R*O+W SALES COMPANY /342-68 ACADEMY AVENUE ® FERNDALE 20, MICHIGAN 


man owns apartments in Alameda, 
Oakland and Berkeley Counties. 

Everett L. Curtis, Oklahoma City 
apartment owner, said the “bot- 
tom dropped out” when controls 
were lifted in his state. “Okla- 
homa landlords really have to 
hustle to keep their suites filled 
now,” added Mr. Curtis. He as- 
serted that present vacancies can- 
not be blamed on “price gouging.” 
“T have cut my rents in an effort 
to win back tenants,” he declared. 

Vacancies jumped 5% in partly 
decontrolled Massachusetts during 
the past year, according to W. W. 
Russell, former N.A.O.A. presi- 
dent and owner of some 500 suites 
in the Boston area. A firm believer 
in rent decontrol, as are all N.A. 
O.A. members, Mr. Russell feels 
growing vacancies are “a logical 
follow” to a removal of rent ceil- 
ings. 

Reasons Mr. Russell: “When a 
tenant is faced with a rent in- 
crease in a free market, he simply 
will move into a cheaper apart- 
ment. With growing vacancies, the 
landlord will be forced to bring 
his price down. It’s the old law 
of supply and demand.” 


Women Prefer 
Brown in Paint 


grays in popularity among Amer- 


Martin-Senour survey of colors 
used in painting the interiors of 
homes. 

Last year’s survey showed vari- 
ous shades of grays running neck 
and neck with sunny yellows for 
top popularity in the balloting by 
tens of thousands of Americal 
women through actual purchases. 


The 1952 listing shows numerols 
warm tans, some dark browns, and 
reddish browns being used for it 
terior decorations. Sunny yellows 
remain high in popularity. 

Green, once the most populal 
of interior paint colors, had drop 
ped away for two years, but came 
back into the top 20 color; this 


—the greens are gray greens ani 
gray-blue greens. Reds continue 


and in coral tints. 

The twin trends toward color 
found in nature and toward wall 
tones as against cool colors cor 
tinued dominant. A similar <urvé 





popular interior color. 


recently showed barn red the mot | 





Browns gained at the expense of 


ican women during the past year, |) 
it was disclosed this week, by the} 





year with a significant different} 


to be popular, both in deep tone} 
| bloc! 
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Creedon to Direct 
ot- | Defense Building 


‘he Department of Defense has 
re announced the appointment of 
led Frank R. Creedon as director of 
installations for the Secretary of 





nd Defense, a new post created for 
2.” the purpose of expediting the | 
at military’s $2 billion defense con- 
of struction program. | 
“tly Creedon, whose resignation as | 
ing | assistant administrator for NPA’s | 
W. Facilities and Construction Bu- 
esi. | reau became effective immediately, 


ites will make reports directly to the 
ver Secretary of Defense concerning 
1.A.| the status, progress, and cost of 
eels | all military public works projects. 





ceil- 
ma} Keyserling Wants 


in-| Stress on Housing 
nply 
art- The President’s chief economic 
, the} adviser, Leon Keyserling, has said 
ring} he fears an overexpansion of the 
law} auto producing industry and the 
road improvements entailed, and 
has suggested the nation turn to 
housing and health as greater ac- | 
tivities in the next decade. 


Addressing a hearing of the | 
President’s Commission on Health | 
Needs of the Nation, Keyserling 
said annual productive capacity | 
of the country would increase by 

yeal, | $100 billion by 1962. In this con- 
y the} nection he discounted predictions | 

















se of f 
.mer- 


oy of any near-future economic de- | 
rs OF pression. 

vari- 

neck 


«tu | Wood Helps Build 
ig bE All-Metal Ship 

>rical 

hases: Building of the mammoth new | 
eros F Supcrliner, SS United States, | 
s, aid f Would not have been possible with- 
or il*— out the use of wood. So says the 
ellows — Unitcd States Lines, owner of the 
pride of the U. S. maritime fleet. 





opulat More wood was used in the con- 
droy f Struction of the SS United States 
: ‘i —an . ip— i - 
mall ee re ee Don't forget the big plus feature that closes sales « 
_ | og vessels. In fact, Buyers of modern homes want the convenience and 
saa | “wooden” iin ar ae — safety of the prime windows that lift out from in- 
ton} quired enough lumber, poles and side for washing or painting. They want the beauty 
blocks to stretch out 200 miles if of wood, too, and the “snug-glide’”’ performance. 
colors}, Placed end to end. The nearly 3 
wart} | conan feet of lumber and The world’s fastest selling windows are the first 
= eo}, Wood that went into its construc- ; i ; d name 
curve}, ton would build at least 12 ships aeey with every group: thet agen ees 
; motf) the size of the “Constitution,” or —architects—lumber dealers—builders—and owners. | 
| three ocean-going ships 300 feet in 
length, | 
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DOUBLE UC SINGLE 
COVERAGE COVERAGE 


In the Northeast 
it’s TEX-LATCH 


TEX-LATCH shingles are similar 
to TEX-LOK except in method of 
locking tabs. Double Coverage: 230 
Ibs., 120 shingles, 3 bundles — per 
square. Single Coverage: 170 Ibs., 
96 shingles, 2 bundles — per square. 
Tex-Latch shingles are available 
from the Edge Moor, Delaware 
roofing plant. 


TEX-LOK 












INTERLOCKING 
ASPHALT 
SHINGLES = 20uBLE 


COVERAGE 






eC ) 
SINGLE COVERAGE 





Ab this is exactly what home and building owners are buying — long 
term insurance for peace-of-mind, freedom from worry and 

protection against serious loss or damage by weather, wind and fire. 
Tough, interlocking, with concealed nailing at four points — 
TEX-LOKs stay put! Fire-resistant of course. And mighty attractive - 
in rich, solid colors or beautiful color blends. 

TEX-LOK Double Coverage are the heavy-duty, all-purpose shingles. 
TEX-LOK Single Coverage are the ideal, low-cost, re-roofing shingles. 
For old or new construction — sell the insurance TEX-LOK shingles 
offer. And sell the name that millions know — Texaco. 













TEX-LOK shingles are avail 
able in the areas served 
from roofing plants located 
at Lockport, Illinois; Port 
Neches, Texas; and Port 
Wentworth, Georgia. 





TEXACO 


Asphalt 
Roofing Products 


THE TEXAS COMPANY 
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MEMBER OF THE ASPHALT ROOFING INDUSTRY BUREAU 
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EDITORIAL 


100 End-Use Consumer Packages for $100 or More 


The Creative Selling Opportunity for Outside Salesmen in the 
Retail Lumber and Building Products Business is Enormous 


in the box we show a partial list 
of the end-use packages which can 
be made from items in a typical 
dealer’s inventory. 

Most of these packages will sell 
for $100.00 or more—many for 
$500.00 or more—and all can be 
built into monthly payment deals. 

These packages can be made up 
of guaranteed material lists, for the 
build - it - yourself trade —or into 
packages of labor combined with 
materials. Either offer a tremen- 
dous potential to the creative sales- 
man, F 

As a matter of fact, somewhere 
in the United States (and Canada 
as well)—often in hundreds of 
markets —consumer salesmen are 
making good money selling each 
and every one of these items ex- 
clusively. 

Over 150 salesmen last year sold 
$60,000 each in storm windows and 
doors alone; equivalent records were 
made by salesmen on such items as 
roofing, siding, insulation, flooring, 
acoustical treatments, etc. Several 
dealers report sales as high as 
$300,000 each on such items as 
kitchen remodeling, garden equip- 
ment, garages, cabinets, etc.* 

The opportunity for a lumber 
dealer salesman who will sell a 
combination of these items exceeds 
anything offered by any industry to 
Its retail salesmen. 

lt can be conclusively demon- 
strated that the potential needs of 


as lew as 500 average families ex- 
ceec, by a ratio of as much as 8 to 1, 
the sales quotas required to support 


adequately one dealer salesman. 

_ the average family income is 
9700.00—500 families have an an- 
nua! buying power of $2,850,000.00. 
Figuring 11% of this income for 
the above items, the potential would 
be $313,000.00. 

Figuring the potential another 
way, the average residential unit is 
today worth $8400—500 units would 
be worth $4,200,000. Five percent 
for structural repairs, improve- 
ments, additions and accessories 
would amount to $210,000 per year. 


ese 


oe 
Names on request. 


BUILDING Propucts MERCHANDISER 


To this should be added a potential 
for new homes—one to each 35 
families—14 new homes at $8,400 
equals $117,600. Under this method 
of figuring, the annual potential is 
$327,600 for 500 families. 

An annual sales volume of 540,- 
000 to $50,000 will make it p: vfit- 
able to operate an outside sales nan 
from both the salesman’s and the 
company’s viewpoint. 


There is no good reason why any 
dealer with 500 or more families in 
his trading area should not have an 
outside salesman. 

With the need for consumer sales 
volume (as opposed to contractor 
volume) to fortify declining net 
profits, dealers may well cohsider 
the establishment of an outside cre- 
ative consumer selling staff. 





$100 to $20,000 Packages of Dealer Merchandise 


NEW HOMES 

HOG HOUSES 

STOCK BARNS 

MACHINE SHEDS 

SUMMER CABINS 

MILK HOUSES 

INSULATION 
WEATHERSTRIPPING 
CANOPIES 

FIRE PLACES 
LANDSCAPING 

QUALITY HARDWARE 
MODERN PLUMBING 

LIVING ROOMS 

WIRING SYSTEM 

NEW ROOFS 

WALL PANELING 
CONVERTED ATTIC 

REBUILT KITCHENS 
BUILT-ON ROOMS 

CLOSET LINING 

VALANCES 

TILE WORK 

LINOLEUM 

STORE FRONTS 

ENTRANCES 

HOBBY SHOP 

JALOUSIES 

BREEZEWAYS 

BAR & BAR STOOLS 

SILOS 

PAINT EXTERIOR 

STORAGE CRIBS & BINS 
CONCRETE WORK 

WALKS & DRIVEWAYS 
GARAGES & EQUIPMENT 
GENERAL RECONDITIONING 
VENTILATING EQUIPMENT 
BASEMENT IMPROVEMENTS 
EXTERIOR MODERNIZATION 
CRACK-PROOF CEILINGS 
REJUVENATED BATHROOMS 
FIRE & STORM REPLACEMENTS 
WAINSCOTE BATH, KITCHEN 
SCREENS, BLINDS & SHUTTERS 
NEW DOORS, WINDOWS, FRAMES 
GARDEN EQUIPMENT, SUPPLIES 
ACOUSTICAL TREATMENTS 
DISAPPEARING STAIRWAYS 
BARBECUE PITS & EQUIPMENT 
DAIRY BARNS—EQUIPMENT 


UNPAINTED FURNITURE 
PLYWOOD SPECIALTIES 
ORNAMENTAL IRON WORK 
PLAY & RECREATION ROOMS 
NEW SINKS & COUNTERS 
GUTTERS & DOWNSPOUTS 
STORM DOORS & WINDOWS 
HARDWOOD FLOORS & WALL 
ASPHALT & RUBBER TILE 
FLOORS 
INCINERATORS 
INTERIOR REMODELING 
EXTERIOR SIDEWALLS 
ELECTRICAL EQUIPMENT 
DINING ALCOVES 
DORMERS—LOUVRES 
BUILT-IN FEATURES 
CLOSETS—CHESTS 
STAIRWAYS & HALLS 
CABINETS—CUPBOARDS 
DRAIN TILING 
VESTIBULES 
AWNINGS 
ENCLOSED PORCHES 
RUMPUS ROOMS 
TERMITE CONTROL 
SEPTIC TANKS 
GARAGE DOORS 


'HEATING EQUIPMENT 


LAWN FURNITURE 
WATERPROOFING 
WATER SOFTENING 
WATER HEATERS 
PATIOS AND TERRACES 
FENCES & GATES 
POWER TOOLS 

ATTIC FANS 
STORAGE WALLS 
WALL PAPER 
SLIDING DOORS 

DRY WALLS 
MANTELS 
APPLIANCES 
BREAKFAST NOOKS 
VENETIAN BLINDS 
LIGHTING FIXTURES 
POULTRY BUILDINGS 
AIR CONDITIONING 


..... Art Hood 
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directly by a lift truck. 


20% More Volume At No Added Cost 





spensbeeseseses : 
MRESEPREREE HS e: 
S SRARAR RRO haat 


be wat?" 


BOB EBENREITER is the third gen- 
eration of his family to engage in 
the lumber and building materials 
business in Sheboygan. The firm was 
founded by his grandfather in 1895. 
Active in civic affairs, Bob’s special 
interest is the Boy Scouts of America. 
He holds an amateur radio license. 
During World War II he was a pilot 
in the army air forces. His progres- 
sive materials handling techniques 
that cut operating costs merit Ameri- 
can Lumberman’s “Master Merchant” 
award. 


40 





ASPHALT SHINGLES are delivered by the manufacturer steel 
strapped (on a experimental basis) in truck load lots and handled 
Pallets are eliminated and it appears that 
this new method has proved both safe and fast. 





a 


Two lift trucks and redesigned warehouse cut | 
overhead while boosting volume for Bob Ebenreiter’s | 
Sheboygan, Wis., yard. His streamlined materials 
handling methods mean faster customer service and 


improved inventory control. 


Ebenreiter Lumber Co., She- 
boygan, Wis., is becoming a pop- 
ular port-of-call these days for 
lumber and building materials 
dealers. The reason: president 
Bob Ebenreiter has just com- 
pleted his conversion to mechan- 
ical handling and there’s lots of 
cost-saving ideas to see. 


Bob likes to lean back in his 
chair and tell these dealers that 
the decision to concentrate on 
the efficient handling of mate- 
rials was a very deliberate choice. 
He could either build a new show- 
room or buy materials handling 
equipment and lay out his yard 
to make the best use of it. It was 
that simple. 

Eventually the revision of ex- 
isting sheds, warehouses and the 
buying of necessary mechanical 
handling equipment was given top 
priority because Bob became con- 
vinced it would place his organi- 
zation in a competitive position 





THIS LIFT TRUCK has a 14’7” 








extension 
that makes it possible to store roofing high 
on the racks. The lift truck is equipped with 
a steel guard for greater safety. 





By planning his materials han- 
dling improvements over approx- 
imately a year and a half, Eben- 
reiter made all his changes 
gradually, using his own employes 
wherever possible for the _ siruc- 
tural changes in buildings and the 
fabrication of special racks to hold 
materials. Delivery of materials t0 
customers was never delayed. 


Ebenreiter has discovered three 
important benefits from his con- 
version to mechanical handling: 

1. Sales have increased 20% 
without adding a single extra 
man. Savings will be even greate! 
next year when the new yard 
layout has operated for an entire 
year. In addition, Ebenreiter now 
has one less truck because evely 
unit is loaded quickly and used 
to maximum efficiency. 

2. Customers are pleased be- 
cause deliveries are faster and 
materials are delivered to vol 


in the years just ahead. § 
| 
| 
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1D / to 10 times faster-up to 100 feet per minute 


: Mass-production ripping jobs in your yard can be profit builders 
Wi Y instead of costly, time-consuming operations. This big, heavy-duty 
3, 5 or 714% HP radial saw brings your labor costs down, builds 


your profits up! 
BELT A Handle any lumber—soft or hard, they’re ali alike to this saw. 


Delta Power Feed gives you positive control. As blades get dull, 
Power Feed safeguards your motor. 


st) 
| yy wer-te G d Dial-control your cutting speed — variable speed selector en- 


ables you to pre-set the desired rate of feed automatically —from 


20 f.p.m. to 100 f.p.m. 
Manual operation , t00—operated manually, without power feed, 
this versatile saw rips, angle rips, ploughs, rabbets, shapes, sands, 


routs—actual uses listed exceed 125 known operations. 


a 








Increase output, 


improve service 


—to give your customers 
what they want when 
they want it, just put the 
load on the Delta Power 
Feed 16” Radial Saw. No 
muscles to tire, no costly 
delays, it’s always de- 





cut | 


































pendable, always ready 
e for work, rips up to 100 | 
-I'$ feet per minute, hour 
‘als after hour. It’s extremely 
easy to operate—no dan- 
ind gerous shifting of the feet, 
all controls ‘‘up front.” 
he Theres a Delta Power 
— joof for Your Job - 
nges WOOD OR METAL WORKING 
oyes 
“4 53 MACHINES 
i the 
hold 246 MODELS 
us to MORE THAN 1300 ACCESSORIES 
hree 
con: P = ———————_ iar aaacan aaa arastamacraaascainaaee aieanes ~ 
ling: MIL EE DELTA POWER TOOL DIVISION \ 
20% 
aU" MANUFACTURING 
= Rockwell conan 
pawn 678M NORTH LEXINGTON AVENUE, PITTSBURGH 8, PA. 
tire CO Please send me the new descriptive folder. 
; C) Please send the name of the nearest Delta Dealer. 
now 
‘ very Name 
used Position 
DELTA POWER TOOLS e : | 
| be Address | 
and Another & Product ~ a es , | 
vol- "Vcsessieseieuiteniineeeanaenneseinite aaiiiabeaaaaaeinsiiniaiiiapipeiiiiaalaaiali - 
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ROLL ROOFING is handled on %” 
plywood pallets with a lift truck. The 
roofing is stored five units high. 


ume accounts in convenient unit 


loads. 
3. For the first time, Eben- 
reiter now has complete inven- 


tory information at his finger 
tips. Building materials are all 
warehoused in standard-size units 
that permit monthly, weekly or 
even daily inventory checks, if 
market conditions warrant. 


Purchases Lift Trucks 


Ebenreiter’s entire building ma- 
terials operation is easily han- 
dled by two lift trucks. One is 
a 5,000-pound capacity model that 
is just right for handling plywood, 
plaster board, rock lath and ceiling 
tile. The other is a 10,000-pound 
model that is largely used for han- 
dling lumber. Both trucks have been 
equipped with adjustable forks for 
greater flexibility. 


Units Standardized 

Bob Ebenreiter began his mate- 
rials handling project by deciding 
on standard size units for every 





BEFORE REMODELING, the lumber 
sheds had roof supports every 10 feet 
and lumber was end-piled by hand. 
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PLYWOOD IS STACKED 100 sheets 
to a storage unit. Each bin is labeled 
making it easy to replace stock, fill 
orders. 


material handled. The unit had to 
(1) be within the lift capacity 
of the truck and (2) of a mate- 
rial and unit size frequently 
ordered. 

Here are a few examples of the 
way Ebenreiter either stores, 
straps or palletizes materials. 

Lumber. All boards, shiplap and 
center match are piled in units of 
1,000 feet. Two-inch stock is piled 
as follows: 300 2 x 4’s, 200 2 x 6’s, 
150 2 x 8’s, etc., in each unit. 

Roofing. A unit of roofing is 
always 7 2/3 squares. 

Roll roofing, felt. In units of 25 
rolls. 

Gypsum plaster base. Ware- 
housed in units of 60 bundles. 

Flooring. Steel strapped in units 
of 750 feet. 

Plywood. Units of 100 sheets. 

Plasterboard. Units of 50 sheets. 


Warehouse Altered 


Ebenreiter has special racks 
to hold roofing and other mate- 
rials in their revamped ware- 
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AFTER REMODELING the roof sup- 


ports were spaced 18 feet apart for 
lengthwise storage of lumber with 
lift trucks. 





val 


GYPSUM PLASTER BASE is received 


in closed end flat cars that cut un- 


loading and storage time from 45 man- 
hours to just 4% hours. 


house. The rack holding roofing, 
roll roofing, felt and building 
paper covers most of the center 
section of the warehouse. The 
roofing is received from the manu- 
facturer steel strapped (on an ex- 
perimental basis) and is handled 
by the 5,000 pound truck without 
conventional pallets. It is piled 
four units high in the individual 
bins, according to color and pat- 
tern. Felt and roll roofing is pal- 
letized using %” plywood for 
supports. The roofing rack holds 
960 squares of material and 250 
rolls of roofing and felt. It is 67 
feet long, 8 feet wide and 14 feet 


high. 

Still another rack has_ been 
placed along the wall to store 
plywood, asbestos board, gyp- 


sum sheathing and similar mate- 
rials. The rack design is identi- 
cal to the roofing rack aside from 
dimension changes required to 
adapt it to sheet materials. The 


racks are uniformly 414 feet deep 
and 9 to 12 feet long. There are 








OUTSIDE STORAGE of lumber !§ 
handled usually with the 10,000-pound 
capacity lift truck. There’s 6,000 feet 
of lumber in this load. 
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ADJUSTABLE FORKS make this lift 
truck suitable for handling materials 
delivered by manufacturers in many 
different ways. 


32 bins available in this rack 
that cover approximately 75% of 
the wall area. This rack overall 
is 110 feet long, 14 feet high. 

Gypsum wallboard, insulation 
sheathing, 54” plywood and cer- 
tain other building products of 
carload quantity and normal in- 
ventory requirements are stored in 
unit piles just to the right of this 
rack. The materials are stacked in 
units of 50 sheets with lumber sep- 
arators. 

Along the other wall of the 
warehouse Ebenreiter has grouped 
gypsum plaster base in units of 
60 bundles; cartoned insulation; 
ceiling tileboard; palletized nails 

















ROOFING RACK consists of 4 braced frames, each with 
4” x 4” posts and 2” x 8” nailed beams. Plywood gussets 
Continuous beam joint is shown at A; 
of beam at C. Rack stands 14’ high, is 67’ long. 


reir 
end 


‘ree joints. 


wood sheets are laid across beams. 
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CEILING TILEBOARD in cartons is 
just one of the many building products 
unloaded with lift trucks. Ebenreiter 
has purchased accessories that in- 
crease the usefulness of his lifts. 


and flooring strapped in units of 
750 feet. Ebenreiter receives gyp- 
sum plaster base in flat cars with 
closed ends for easy mechanical 
unloading. Before installing lift 
trucks it required 45 man-hours 
to unload a car and pile the lath 
in the warehouse; now it takes less 
than 4% hours. 


Double Saving 


From hard experience Eben- 
reiter is realizing a double sav- 
ing by using improved materials 
handling techniques. First, the 
warehousing costs less; secondly, 
palletized units can be speedily de- 
livered to volume customers. 


Roofing Rack Details 
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JEEP DELIVERY SERVICE takes 
care of rush orders. The jeep carries 
signs selling Ebenreiter services. 


Lumber Sheds 


Ebenreiter’s sheds. originally 
had roof supports spaced every 
10 feet. Lumber was end-piled 
and lift-truck operation was im- 
possible. The sheds were re- 
vamped to provide new storage 
areas each 18 feet wide. Each bin 
now holds about 38,000 to 54,000 
feet of lumber, all piled broadside, 
making it easy to slip in the 
forks of the lift truck. Several 
of the original bins with 10-foot 
spacing were retained for storage 
of slow-moving lumber items and 
these are still end-piled by hand. 
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Your Money Buys More... 


Walled Lake volume production secures quality materials at 
quantity prices, cuts manhour costs per door. Walled Lake 
production control standardizes quality at uniform high levels. 
Walled Lake design and construction assures structural strength 
and durability. Panels are rigidly glued to core and frame struc- 
ture! Plywood panels are all-birch (or all-gum), guarding against 
warpage and delamination. Highly water resistant POLYVINYL 
RESIN GLUE is used on all interior doors . . . highly waterproof 
UREA FORMALDEHYDE GLUE on all exterior doors. The result is a 
better door and more of them for less money! 





®. ALL WOOD CONSTRUCTION 


All-wood 7 ply construction safeguards you and your customer 


against inferior performance, dissatisfaction, replacements and re- Cirey For 
pairs. You can install the Walled Lake door with the wood “ladder” AND N “at 
core with confidence! ba Your” 
JOp T 
QUALITY BUILT FOR LASTING BEAUTY AND SATISFACTION BER 


. YET PRICED SUBSTANTIALLY BELOW DOORS OF SIMILAR QUALITY 


With a Walled Lake Door!| 
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the brand your builder customers prefer — 


CELOTEX INSULATING SHEATHING 


Stepping up sheathing volume is easy as one, two, 
three. One— builders all over the country, success- 
ful builders like E. J. Burke & Sons, prefer Celotex 
Insulating Sheathing. Two—you want their busi- 
ness. So, three—you feature it. It’s that simple! 

One word tells why builders choose Celotex 


Insulating Sheathing. Value! It does far more 
than ordinary sheathing—yet costs no more and 
usually Jess, applied. So to get the extra business 
you want, give builder customers the extra-value 
sheathing they want. Stock, display and promote 
Celotex Insulating Sheathing. Now! 


nilds dealers’ profits 


You're money ahead when you feature 








Only Celotex Insulating Sheathing gives you all these selling features 


insulates and Weatherproofs as it builds. 


4 Double-Waterproofed. Inside by integral 
All at one low cost. Saves materials, labor. 


treatment that coats every fibre; outside by as- 
phalt coating. Yet has over twice the vapor per- 
meability required by government agencies. 
Won't warp or buckle. 


* No Corner Bracing Needed to meet FHA 
™" requirements, with 4 ft. wide, 25/32” thick 
Celotex Insulating Sheathing. Has about 30% 
greater bracing strength than ordinary sheathing. 


5 It’s the Only Sheathing made of tougher, 
stronger long Louisiana cane fibres—and pro- 
tected by the patented Ferox® Process from dry 
rot and termite attack. 


9 Goes Up 30% Faster. Easier to cut and fit. 
” Up to 15% less waste. Shingles can be applied 
direct—easily, quickly—without furring. 








National Advertising 
Puts the Sell in Celotex 


You'll find sales come easier when you feature genuine Celotex 
dnsulating Sheathing and other building products in the famous 
6 iine. That’s because over a quarter century of consistent, 

‘sultful national advertising has created nationwide consumer 
Preferenc e for the brand name Celotex. 


Sales come easier 


when you feature genuine 


CELOTE 


REG. U. S. PAT. OFF. 


DOUBLE-WATERPROOFED 
INSULATING SHEATHING 







And this preference continues to grow, thanks to impressive 
Relotex ads reaching millions of readers month after month in 
SHE SATURDAY EVENING POST, BETTER HOMES & GARDENS, 
MERICAN HOME, FARM JOURNAL and other famous national 
Pagazines. Plus hard-selling ads to your builder-contractor cus- 
mers in their favorite professional magazines. 




















: HE CELOTEX CORPORATION © 120 S.LA SALLE STREET © CHICAGO 3, ILLINOIS 
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ATTRACTIVE DISPLAYS of bread and cake boxes, waste- 
baskets and cannister sets invite the housewife to buy at 
Stebbins Anderson, Towson, Md. 


HOUSEWARES 
for Plus Sales 


¢ They pull women customers. 


¢ They are good for year-round 


promotion. 


¢ They are long-profit items— 


These are a few reasons why more 
and more dealers look to house- 


wares for extra profits. 


The lumber yard, which ca- 
tered to men from the first, in 
recent years has been advertis- 
ing to women. The reason is 
that more and more dealers, 
featuring “everything for the 
home including the _ kitchen 
sink,” are finding it profitable 
to carry an extensive line of 
housewares and small appli- 
ances. 

Since housewares and small 
appliances are impulse items 
the way they are displayed and 
their location in your store is 
very important. Most dealers 
have found that this merchan- 
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A PLASTIC CABINET has proved to be an eye-catching} 
display at Johnson Cashway Lumber Co., South St. Paul, 
Minn. It not only sells housewares and cabinet brackets, 
but it also allows the housewife to examine its storage 
features. 








pulse to buy. 


dise can best be displayed on 
islands with the bottom tier no 
lower than knee-level. Locate 
these islands as near to the 
front of your store as possible 
and preferably near the front 
door where housewives will be 
sure to see this merchandise as 
they enter your store. 
Housewares and small appli- 
ances make excellent wedding 
presents and Christmas gifts. 
Emphasize this idea in your 
merchandising: place GIFT 
signs over this merchandise in 
your store and place house- 
ware ads in local papers pre- 


HOUSEWARES and small appliances lend themselves t? 
window display. This Hill-Behan window creates an im: 


———— 


ceding holidays to emphasit 
this merchandise as gifts. 
Women make good sale 








clerks for housewares ai 
small appliances as most d 
your customers will be hous 
wives. Some dealers_ hav 
found that husband and wilt 
sales teams are very effectivé 
especially when they are usilly 
this merchandise themse!ves. 
One dealer, catering mostl!p 
to the farm trade, has Ih 
creased his business by makill 
his wife a sales clerk. SI 
helps the farmers’ wives * 
lect housewares while the 


November 17, 1952, AMERICAN LUMBERMAN ¥ 





i‘ 








MATICO 


(00 ARISTOFLE 


FOR WALLS eee 


geo 






























ching 
Paul, = 

ckets, 
orage 











a aa EXTRA PROFITS FROM | 


ARISTOFLEX Vinyl- Ashéstos Tile 


> WITHOUT INCREASING INVENTORY! 


lves to 





an im Alert dealers everywhere are reading the hand- And the radiant Coronation Colors of MATICO 
writing on the wall... and they are boosting Aristoflex now include striking solid tones as 
profits by selling MATICO Aristoflex for walls well as marbleized patterns that harmonize with 
as well as floors. Aristoflex is a natural for the every color scheme. 

hasize great wall tile market because it comes in low 















S. cost standard gauge that is priced right in line Get your share of this vast wall tile market by 
sales with greaseproof asphalt tile. It’s solid vinyl- selling MATICO Aristoflex. It’s profitable "plus" 
and asbestos throughout (there’s no felt backing!) business for you because you don’t have to in- 

ost of . « . resists greases, acids, alkalis and dirt... crease your inventory. And Aristoflex quality 

hous wipes clean with a damp rag and has a perma- is pre-sold to consumers through powerful 
have nent built-in brilliance that can’t fade or wear off. MATICO national advertising. 


1 wile 
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says STEPHANIE VAUGHN MASTIC TILE CORPORATION OF AMERICA 
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MATICO Home Fashion Consultant 
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technique, she provides coun- 








husbands are buying lumber YY: 
and farm equipment. Being an PA H 5 U > E badly ~ E S ‘ 
expert on proper food canning 3 c= 


sel on canning to the newly- 5 a= ae Mae ¥ 
[ ry 4 i 




















married wives, who greatly ap- Sh {| : © RN ena 
preciate it. Along with this ‘BL: Rit _— 

° ’ Lestcninssn inciieiitomatenesitometllaconenth eerie 
advice, she sells the farmers aE COCKTAIL okte 
wives on buying her firm’s CANISTER &° 9x GLASS SETS | > be te a 
pressure cookers and cold-pack SET ~ Matched sets in cok y seaae mse 

+ ; iis ail igs it's @ 
canning equipment. ts coterie lout wih sontvase nis | Setoration & 
This dealer’s wife also helps ' kany te cleo S3.50 ae 
customers select suitable house- nies : iar oun 

wares and appliances as gifts A secemeatins > wF . 

, PE — i“ ave 
and offers to gift-wrap them ag i i = Naat 
at no extra cost, a_ service rites age 8 Bi , 2X 
which helps: sell this merchan- A desenittty 12 Ae - : 
dise od homes , 2G BATH 8K. $2.49 

Ty : pean. Bis Wet = SCALES 
The average person will not een et eS a Ke 
be aware of the fact that you tee besvom, aa, ear ws sever, Mute, nove 
carry housewares and small rope a enamine cui oe 
appliances in stock unless you 
advertise them. Devote your 
newspaper display advertising 
to this merchandise periodi- : 
cally. Place small pictures of | - pe 
this merchandise in your ads | i | ovlifioe 
with explanatory copy beside , / / re)! ALLTY 
each item. Be sure to advertise 
a variety of merchandise, but . : SERVICE 
don’t put too many items in om ae 
i EPH as 
Keep these three factors in SIX USEFUL HOUSEWARES in this dealer’s Christmas display ad 
Continued on Page 116 are a good representative sample of the merchandise in stock. 
( g ) 





0 for Redwood 


THE DURABLE LIFETIME LUMBER 


NOYO, “Chief of the Redwoods,” is the spirit of helpful service that 
has characterized the Union Lumber organization for over half a 
Century. Put NOYO to work for you on your next order for Redwood. 


INTERIOR: Trim and Paneling, EXTERIOR: Sidings, Finish, 


Moulding, Ceiling Gutters, Log Cabin Siding, 
COMMON GRADES: Boards, Moulding, Shingles, Pickets 
Dimension, Timber 


INDUSTRIAL USES: For tanks, 
SHOP LUMBER: All thicknesses pipe, cooling towers, greenhouses 


write or phone nearest office 


Manufacturers 
620 Market Street, San Francisco 








2735 Grand Cent. Term. 





228 N. La Salle St. 





Mills at Fort Bragg, California 


UNION LUMBER COMPANY 





NEW YORK CHICAGO LOS ANGELES 
117 W. 9th Street 
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Surprising, isn’t it, that a machine can do a com- 
plete accounting job from such a simple keyboard 
as this? Makes it easy to change over from your 
present manual or machine bookkeeping method 
and immediately start saving on clerical expense. 

No special training is required — any typist in 
your office can start producing up-to-the-minute 
proved records the first day. Trial balances go like 
clockwork . . . customer statements are mailed 
right on time. 

All your accounting — payables, receivables, 
general ledger, payroll, cost distribution — can be 
done on this one machine. You get better control 


Free folder (AB-423) shows 
you how to get the most per 
accounting machine dollar. 
Phone us locally or write to 
Management Controls Library, 
Room 1512, 315 Fourth Avenue, 
New York 10. 


to cut your accounting costs 





over your business through purchase and sales 
analyses which give you a running profit picture 
at all times. 

If reluctance to interrupt present routines has 
kept you from making the change to faster, more 
economical machine accounting, there’s no need 
to wait any longer. Here at last is a machine that 
will do your work — your way — from the very 
first day. Ask for a demonstration at the nearest 
Remington Rand Business Equipment Center. 





100% Electric—a flick of the finger for any 
printing action or carriage movement. 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are ''set up"’ for serv- 
ice. With many long-established mill contacts, 
knowledge of mill's specialties, resources, manu- 
facturing and shipping facilities and a thorough 
understanding of buyer's requirements, the lead- 
ing Western Wholesalers below can help you take 
the worry out of your lumber buying. Tell them 
your needs. Let them supply your complete re- 


quirements. 


ed 


Cal. 











SENECA LUMBER SALES 


Wholesale Forest Products 
P.O. Box 1211 Phone 5-1211 
EUGENE, OREGON 


Complete Planing Facilities 


MAUK SEATTLE LUMBER COMPANY 


3935 University Way, Seattle 5, Wash. 
WESTERN LUMBER MERCHANTS 
EBustern Office 4 Warehouse: 
rHE C. A. MAUK LBR. CO., TOLEDO, O. 


Joseph A. Adair Lumber Co. 


520 $. W. Sixth Avenue 
Portiand 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH 
PINE SPECIALISTS 


TEmple 1448 Teletype SP-175 


CURTIS LUMBER COMPANY 


700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FORESI PRODUCIS 
Telephone AT 659! Teletype: P0572 


Duncan Lumber Co., Inc. 


818 Securities Bldg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patterns. 


Morrill & Sturgeon 


Lumber Co. THe MARK OF QUALITY 
YEON B6LDG., PORTLAND, ORE. 


NORTH PACIFIC LUMBER CO. 
Only The Best Northwest Lumber 
P. O. Box 7764, Portland 3, Ore. 
Phone: Murdock 2126 Teletype PD 570 


~ ALEXANDER LUMBER CO. _ 


435 Securities Bidg., Seattle 1, Wash. 
RAIL SHIPPERS @ WESTERN FOREST PRODUCTS 
Specializing In Western Red Cedar Siding 
Telephone MUTUAL 2606 TWX SE 532 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 
Our 32nd Year 
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Devoting the walls of a new of- 
fice and showroom to permanent ex- 
hibits of various building products 
has proved to be both eye-catching 
and attractive. This idea was in- 
corporated in the new offices of the 
Osborne & Marsellis Corporation, 
Upper Montclair, N. J. 

The section of the wall shown is 
a display of various types of shin- 
gles for exterior finish. Other walls 
are finished in different types of ex- 
terior and interior finish, including 
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“You have to see it to sell it” 
could be a slogan in most any lum- 
ber store. At Cary’s new store in 
Durham, N, C., it’s more than a 
slogan. Samples of many materials, 
difficult to describe, have been 


New Jersey Firm Builds Office-Showroom Combination 


Wall Display Shows Hard-to-Describe Items 


walls devoted to hardwood and hard- 
board paneling. One corner of the 
office is devoted to a partial room 
with fireplace, and is paneled with 
knotty pine. Another section shows 
kitchen cabinets and counters. 

Customers and visitors may not 
notice it at first, but no two doors 
are constructed of the same ma- 
terials. The designer planned the 
building so as to blend all exhibits 
and building materials into one com- 
plete display. 





Here are some 
samples of stock moldings, flooring 
and closet liner beautifully shown 
by means of wall panels. Price tags 


placed on exhibit. 


and identification symbols were 


about to be installed. 
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This small 
assortment meets 
most needs for... 
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Powerful Corbin Cabinet Lock Advertising in Popular 
Mechanics, Popular Science, and Mechanix Illustrated means 
increased demand for these fast-selling products . . . right 
in your own store. The small assortment of Corbin 

Cabinet locks and padlocks illustrated above enables 

you to meet practically every need. Order a stock from 
‘your Corbin jobber NOW! Display them up front. 
They’ll SELL, faster than ever before. 


Be sure to make every sale 


-..with (RAD 


Corbin Cabinet Lock Division 
The American Hardware Corporation, New Britain, Connecticut 
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and various special sales. 
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VERTICAL WOOD SIDING, canted windows, and over- 
hang characterize Johnson Cashway exterior. 
of self service boards feature paint, garden implements, 
Like Forest City Material Co. 





Street side 


Bring Your Order Board Up Front 


New Minnesota store 
features self-service 
boards, free planning and 
estimating 


Self-service boards are the lum- 
berman’s answer to super-market 
merchandising. They enable him 
to put vast numbers of sample 
building materials out in the open 
where his customers can see them. 
They simplify selling. They are 
interest catchers. They give the 
impression of great variety in a 
minimum amount of space. What 
is more important, they are adapt- 
able to every type of operation— 
trom the large urban to the small- 
scale rural dealer. 


The new Johnson Cashway Lum- 
ber Co.’s South St. Paul store is a 
good example of how these self- 
service boards can be made to 
work. But unlike other dealers, 
co-owners L. W. Johnson and W. 
A. Kirkpatrick put their boards 
up in front of the store, directly 
behind the windows. In this spot, 
their attention-getting value is 
high, a fact that more than com- 
pensates for whatever light they 
may block out. And, although they 
cut off a clear view from the side- 
walk of the store’s interior, they 
are in effect a fourth wall brought 
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of Ohio and other “super self-order lumber stores,” John- 
son Cashway likes to play up its giant self order boards 
in its advertising. 


MOULDINGS, METAL specialties, roofing and lumber make up sections of 
board. Each item is price tagged with metal numbers (similar to house num- 
bers). Plywood panels are about 7 feet high, fit into %-inch slots routed out of 
2x 4 uprights. Each upright is braced at floor by means of 12 x 14-inch metal 
shelf brackets—a system that practically eliminates tripping. 


forward, the rear of which is a 
silent salesman. 


Glass, while used with telling 
advantage in front, is also made to 
work in the rear of the store. Here 
the owners, in order to make their 
warehouse stock visible from the 
store’s interior, have installed five 
large plate-glass windows. Other 
materials, building boards, panel- 
ing, and tile, line the walls and 
ceiling for purposes of display, all 
of which are geared to fit a pre- 
dominately homeowner business, 


though the owners also have 4 
good contractor, truck, and indus- 
trial trade. 


“The customer,” Mr. Kirkpat- 
rick says, “is invited to view what 
he buys at Johnson Cashway. Each 
lumber or construction item is 
clearly marked and labeled and 
it bears the company’s backing.” 
With this kind of merchandising 
policy Johnson Cashway ought to 
capture its full share of the home- 
owner market in the South St. 
Paul area. 
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STORE SELLS farm and garden tools (1), is creating con- 
siderable interest among customers with order board (2). 
Middle sketch above shows store layout, pointing out areas 
in photographs. Tool section (3) has adjustable self brackets 
for each item. Interior view (4) of store as it looks from 
front entrance. 
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x do the Job Better--- 


WITH 


WNATRACK, 


SLIDING DOOR HARDWARE 


You ca 


USE: %4 to 1%” by-passing doors 
SERIES 250 
APPLICATION: cabinets, 


fixtures and wardrobes 


HEAD ROOM: 2%,” 


USE: %4 to 1%” doors 
SERIES 300 
APPLICATION: By-passing, 


converging, open pocket, 
closed pocket 


HEAD ROOM: 1” 





USE: 1% to 134” doors 
SERIES 400 


APPLICATION: Closed pocket. 
Finest quality track 
available. 


HEAD ROOM: 2')/,” 





USE: 13%” by-passing doors 
SERIES 600 


APPLICATION: Double track 
by-passing wardrobe. 
Adjustable hanger. 


HEAD ROOM: 2)” 





USE: 13” doors 
SERIES 650 


APPLICATION: Double track 
by-passing wardrobe. 
1” headroom. 


HEAD ROOM: 1” 





@ Kennatrack is easily installed. Doors roll quietly on 
EIGHT molded nylon wheels, with exception of Series 
250. Center mounting design, an exclusive Kennatrack 
feature, assures equal distribution of weight to all wheels. 
Prompt delivery. All sliding door hardware complete. 
See your Kennatrack dealer or jobber... or write today. 
Dept. B-11. 


JAY G. McKENNA, inc. 


ELKHART, INDIANA 
JAY G. McKENNA (Canada) Ltd., 104 Jarvis St., Toronto, Canada 


“4 Specializing Exclusively in the 
Manufacture of Sliding Door Hardware 
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EVEN “GINGER,” THE DOG was interested in the project. 
The bridge is 16 feet long and eight feet wide. 


Ye Olde Covered Bridge Comes Back 


Not all covered bridges are being torn down—and 
occasionally one is being built. 

Robert H. Smith, Havertown, Pa., sawmill owner, 
created quite a stir last summer when he applied for 
a permit to build a covered bridge over a stream in 
his back yard. 


As work on the bridge progressed, people in the 
neighborhood became so interested that Smitty, as 
he is known locally, decided to have an official opening 
with ribbon-cutting and all. 

Local white pine used in the construction was cut 
and finished by Mr. Smith in his own sawmill, the 
oldest in Delaware County, which has been in con- 
tinuous operation since the early 1700’s. 


DEDICATION CEREMONIES found John H. Doherty, 
president of the Delaware County Commissioners, addres- 
sing a throng of 200 people from an informal platform. 
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Hot Softball Team 


Situated in a “hot softball country,” Sun Lumber 
Co., Van Nuys, Calif. has fielded a team carrying the 
firm’s name for 16 years. The team finished second 
in the Valley Major League last year and won the 
championship in 1950. 

In addition the company fields a kid’s softball team 
complete with Sun Lumber Co. uniforms. 

Company executives believe these teams help bring 
the 170 employes of the firm closer together besides 
furnishing a steady advertising media through the 
sports pages of the local newspaper. 

Frank H. Burnaby is president and founder of the 
firm; his son, Homer, is vice-president and general 
manager, and Thomas Supple, Jr. is assistant general 
manager. 
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Photographs Back Up Insurance Claims 

Believing in the saying that “a picture is worth a 
thousand words,” the Rolling Prairie (Ind.) Builders 
takes pictures to accompany insurance claims. 

W henever Builders receive lumber or any other 
| material damaged en route, either because of poor 
| peckaging or poor loading, the company assigns its 
) Photographer to secure pictorial evidence of this dam- 


a thus saving both shipper and receiver time and 
ey. 
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KENWAFRAME 


SERIES 800 PREFABRICATED 
METAL PASSAGE DOOR FRAME 













































































SERIES 400 
KENNATRACK 
Installed 


Kennaframe comes k.d. and 

can be installed in rough 
opening in 20 minutes or less. 
Fits all standard 2x4 walls. 
Frames available in all standard 
door widths. These are features: 
(1) Jamb end bracket permits a 
34,” vertical adjustment on height 
to plumb. (2) Pocket end bracket 
permits a 34” vertical and 34” 
horizontal adjustment to plumb 
and fit opening. (3) All split jambs provice a 15%” adjust- 
ment for height to fit uneven concrete or double wood floors. 
Slot in header provides access to hangers for door adjust- 
ment. (4) Wood filler strips allow plaster grounds, trim and 
stops to be nailed or screwed in usual manner. Base brackets 
assure proper spacing of split jambs and anchorage to floor. 

















See your Kennatrack dealer or jobber, or write Dept. B-r1. 


JAY G. McKENNA, inc. 


ELKHART, INDIANA 
JAY G. McKENNA (Canada) Ltd., 104 Jarvis St., Toronto, Canada 


“4 Specializing Exclusively in the . 
Manufacture of Sliding Door Hardware 
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ALCOA 
MEANS 
BUSINESS! 


A complete line with ALL 


the accessories! 

You stock only the sizes and styles 
most popular in your territory ... 
but your nearby Alcoa Distributor 
carries the rest! It keeps your in- 
ventory at a minimum yet offers 
your customers the complete line 

. with all the accessories. Find out 
how you can be an Alcoa Dealer in 
your locale. 

MAIL THIS COUPON, TODAY! 


eee ee ss, 


ALUMINUM COMPANY OF AMERICA 
2117-L Gulf Building 
Pittsburgh 19, Pa. 


Please send me information on the Alcoa 
line of Farm Roofing and Accessories. 


Name— 

Company 
Address____ 
City 








FARM ROOFING 
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(Advertisement) 





A MODERN STORE, a friendly atmosphere, and 
up-to-date selling techniques have contributed to 
the success of Morrow Brothers and Heath Co., Inc., 
one of the South’s leading distributors of Alcoa 
Farm Roofing. 


MR. W. E. MILTON, a key figure in the Morrow 
Brothers picture, has found Alcoa Roofing “a profit- 
able item for any dealer to handle.” To get all the 
details on how you can become an Alcoa Dealer, 
mail the coupon at left, below. 











NORTH CAROLINA DEALER CALLS ALCOA ALUMINUM ROOFING... 


“A profitable item 


for ANY dealer to handle” 


“T like to handle Alcoa Farm 
Roofing Sheet,” writes Mr. W. E. 
Milton of Morrow Brothers and 
Heath Co., Inc., “because all Alcoa 
Products are the best in alumi- 
num.” And he adds, “I feel it’s a 
profitable item for any dealer to 
handle.” 

This independent roofing dealer 
from Albemarle, N. C., demands 
that each product must show four 
main features before they consider 
taking on a line. They are: a fast 
moving item, a good profit margin, 
quick deliveries and plenty of ad- 
vertising and sales aids. 


ALCOA OFFERS THEM ALL 


Alcoa Farm Roofing moves fast 

. and almost every sale is a big 
one! In the majority of cases, roof- 
ing is purchased to cover an entire 
building ... or group of buildings. 
This results in more and larger 
sales—requiring less handling, pro- 
viding greater profit margins. 

Write today for all the details on 
how you can be an Alcoa Rural 
Roofing Dealer, or mail the coupon 
at left. The address is: Aluminum 
Company of America, 2117-L Gulf 
Building, Pittsburgh 19, Pa. 
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ALCOA’S WEEKLY MM 
program, featuring America’s fore- 
most news commentator, is designed 
to have Edward R. Murrow presell 
your customers, make your job easier 

. . your profits larger, as an Alcoa 
Dealer. 








we @® SELL 
) a og ey .\ 
ALUMINUM 


ROOFING 





THE ALCOA SIGN, hung in a con- 
spicuous place, is a real eye-catche!. 
It identifies your place of business 4S 
“Roofing Headquarters” in your city 
or town; a distributor of aluminum 
products by Alcoa—greatest name IN 
aluminum. 
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This month 
Mr. Treadwell 


sells | 





Texfloor and Terano Tile 
for Floors and Walls! 


POWERFUL Sloane magazine pages will pave the way 
for double-profit sales . . . presell your customers on O65.Cc. 
Sloane linoleum tile for walls as well as floors. 


Millions of buying families will see how Sloane 
linoleum tile on the floor and walls provides 
unbelievably new beauty at a price they can 
afford. They’ll see the bright colors and rich 
textures of Texfloor and Terano... and Mr. 
Treadwell will explain how quickly and easily 
they can be put down right over the old floor. 


Your presold customers will be asking for —- 
Texfloor, Terano and the other Sloane Tiles for ee 
Floors and Walls: Fineline and Marbletone 
linoleum tile—and Sloane’s line of Koroseal 
Tile in a selection of colors, patterns, and 
weights to suit every taste, every purse. 

Order your stock of Sloane Tile for Floors 
and Walls, today . . . and be ready to cash in 
on this terrific double-profit business builder! 





Koroseal is a registered trade-mark of The B. F. Goodrich Company 


prooucTs 


SLOANE Koroseth an Linoleum TLE 


SLOANE-BLABON CORPORATION «+ A DIVISION OF ALEXANDER SMITH, INC. 
FINELINE ¢ TEXFLOOR * TERANO * KOROSEAL TILE * RUBBER TILE * TREN-FLEX TILE * TRENWALL* TRENTONE 
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WILLARD WILSON, lumber dealer in Washington Court 
believes in dealer-built houses. 


House, Ohio, 





Above are 





Wilson-owned equipment. 








No work was subcontracted. 





VALLEY 


BUILDING SUPPLY 








MODEL OF THE POPULAR McTavish Home, a natural for the sweat equity 
builder. This is a Canadian house, materials for which can be ordered from the 
Valley Lumber Yards in New Westminster for as little as $1,530. 





Dealers Build, Package Houses 


Retailers in Ohio, Illinois, Missouri, Texas, 
Canada and elsewhere are in the low cost housing field 
for keeps. The result is that there’s hardly a carpenter 
or order-taker anymore with slack time on his hands. 


Builders and contractors move 
over—here comes the dealer him- 
self! He’s the latest entrant in the 
low-cost housing race. Whether 
this marks a trend or not, it’s too 
early to say. But he’s here, any- 
way—the dealer-builder. 

Often as much as 30% can be 
saved if the dealer has his own pre- 
assembly shop, his own bull-dozer 
and other heavy equipment. 
Lumberman news 

In Washington Court House, 
Ohio, there’s Willard Wilson of 
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the Wilson Lumber Co. He’s al- 
ready built eight houses, will no 
doubt build more. His are what 
you might call middle low-income 
houses, four of which are shown 
above. Then, farther north in At- 
tica (80 some miles north of Co- 
lumbus) is Rollo F. Cook. He 
makes and sells what he calls a 
“ready-built” house, as distinct 
from a pre-fab. It’s 14’ x 34’ unit 
which retails for $1,800-$2,200. 
With a 12’ addition the price runs 
up to $3,500, site-delivered. 
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CATALOGUE COVER is part of 44 
page booklet put out by Valley Lum- 
ber. Lumber and other materials are 
listed by price. Catalogue also has 
page of useful building information, as 
well as descriptive insert on _ price 
changes. 


Across the border in British Co- 
lumbia a retail yard is marketing 
a similar house. The Valley Lum- 
ber Yards, Ltd., New Westminis- 
ter, is doing a considerable volume 
of business with “up-country cus- 
tomers.” Many of them have pul- 
chased the McTavish Home, 4 
minimum house selling for $1,530 
(base unit) or $2,537 (two bed- 
rooms and garage). Since its in 


troduction a year and a half ago, | 
the McTavish Home has a tremel- | 


dous response from the public. 
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_ ing four or eight houses at one 
» ' time saves time and money be- 
N » cause it puts them on the assemb- 
}} § ly line system. However, it costs 
- ' as much to sell materials to over- 
selves as to others because the 
: overhead is the same. Our only 
; savings here is included in the 
: the small net profit at the end of 
oa the vear and the power equipment 
= and know-how to take advantage 
s are oi vetting things done.” 
, has Wilson’s carpenters build the 
oot houses in their spare time—at 
nts regular wages. They also turn out 
hoe boxes, chicken houses, gates 
anc other items during the winter 
 Co- mont hs. Then, When warmer 
arse “ahi her comes, they’re back to 
_ uiiding houses. 
cored ‘hus they have year-round em- 
rad ployment, and the firm is assured 
“a of sales during slump periods. 
our- | _ Ye are not in the building busi- 
1e, @ =u ’ to compete with contractors,” 
1.530 ‘Uson says. At the same time, 
bed- he ‘s not subcontracting any of 
rs ine [I his work, not even land clearance 
ago, | “sg ditch digging. He doesn’t have 
>men- ff ecause he has his own heavy- 
ic. duty equipment. {t includes a 
an O§ Bur_pinc Propucts MERCHANDISER 
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McCREERY LUMBER CO. in Benton, IIl., 
Though he makes only a 
nominal profit on his houses, J. A. McCreery, president of 


TOE LULL) aa 


The ceeenenneae ss 


is another yard 


10’ x 20’ garage. 


|, 


TH 8 


the company, still feels it is worth while. Plan, above 
right, has base unit 26’ x 28’, with 6’ x 14’ breezeway and 





Down in Missouri there’s Frank 
B. Rauch, with his Blanchette 
Hilis subdivision in St. Charles. 
In Texas there’s Lowell Munday 
and Tutt Cooper, co-owners of an 
Amarillo yard. Theirs is a semi- 
prefab operation, with the house 
retailing at around $7,000. 

And in Benton, Illinois, there’s 
J. A. McCreery. His house (shown 
on this page) is a four-roomer 
which starts at $4,250. 

Ask almost any of these dealers 
what made him go into the build- 
ing game, and he may give you 
several answers. But the chances 
are that his main reason was 
simply this: to give his employes 
steady, year-round work. That and 
the opportunity to sell more build- 
ing materials. 


As Willard Wilson says, “Build- 


power trencher, foundation dig- 
ger, curb trencher, bull dozer, ter- 
racer, bull shovel—and a ready- 
mix concrete plant. 


“These also enable us to help 
our customers use the things they 
buy from us. We do this for the 
contractor, city or farm customer 
for a nominal fee, and during 
slack times this equipment is used 
for our own construction,” Wilson 
said. Sewer ditches for the eight 
homes were all dug in a very short 
period of time with the ditch dig- 
ger only. The men laid tiles at the 
exact spot beneath the bathroom 
of the future home—before foun- 
dations even. 


No digging by hand under foun- 
dations was later necessary, and 
hence, valuable man-hours were 
saved. 


The houses have several other 
unusual features. Electricity is 
underground, eliminating over- 
head wiring; counter-flow heating 
systems are used to push warm 
air in winter, cool in summer. 
Floors and walls have vapor bar- 
riers of aluminum sheets and each 
utility room has an exhaust fan. 


Various pastel shades of asbes- 
tos shingles are used on the ex- 
teriors of the homes. Inside, the 
ceiling plastering is in attractive 
circular shadows radiating from 
the center overhead light. Walls 
are also plastered—but with an 
embossed appearance. Doors are 
flush or sliding and the trim is 
tear drop. The 26’ x 36’ floor plan 
includes living room, two bed 
rooms, kitchen and dinette, utility 
room and bath. 

A feature that especially ap- 
peals to Wilson is the water table 
and apron put on each house like 
“old times.” Besides shedding wa- 
ter, they “streamline” the appear- 
ance of a home, Wilson thinks. 

Simple landscaping will be done 
by Wilson’s terracer after drive- 
ways and carports are built. 


Cement for driveways is deliv- 
ered from Wilson’s own bin and 
batcher. Owning his own cement 
plant enables him to pour concrete 
in winter, thus giving him a year- 
round operation. 

From a grizzly hopper, aggre- 
gates drop onto a conveyer belt 
and are carried 75 feet in the air 
and put in separate bins accord- 
ing to size. A separate belt con- 
veys the cement. The belts unload 
55 tons per hour and the bins hold 
four car loads. 

“We have stand-by materials in 
bins that can be handled to the 
plant with our hydrocrane so that 
the plant doesn’t have to be closed 
when heavy orders are being 
made.” The hydrocrane lifts 6,000 
pounds per hour with either clam 
or crane, is also used to dig base- 
ments for homes and put in septic 
tanks for farm customers. 

Three push buttons handle the 
cement plant. One button is for 
aggregates, one for cement and 
one for vibrating. In seven years, 
Wilson has received no complaint 
on either weight or yardage. 

The plant has a gas-fire auto- 
matic boiler which keeps an even 
degree of temperature day and 
night, no matter what the outside 
weather conditions. A hot air 
blowing system is used against the 
aggregate bin, since steam jets 
tend to log the cement at the lips 
when it hits the steamed aggre- 
gate. 

The company has four mixer 
trucks along with several flat bed 
and dump trucks. These trucks 
and most of the other mechanized 
equipment are housed in a 48 x 96 
shed which is built like a pole 
barn. . 

As you can see, Wilson’s is not 
a simple building operation, but 
it is not beyond the means of most 
dealers, either. And certainly, as 
Wilson points out, there is more 
than one advantage to building 
your own houses. 
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= PAW OUT OF 

THAR SINCE 
WE'UNS BUILT 
TH’ NEW SEAT 
OUT OF OZARK 


OAK FLOORING 
























Paw’s right! When a find a good 
thing. stick with it. That’s how your 
customers will feel about Ozark Brand 
Oak Flooring. Mountain Oak from Mis- 
souri’s Ozarks, seasoned in the most 
modern kilns. Precision milled and ac- 
curately graded to NOFMA standards. 

Satin smooth, Ozark Oak Flooring takes 
a minimum of sanding and finishing to 
produce fine grained. lasting beauty 
and wear-ability. That means man hours 
and money saved for the builder. And 
that’s what the builder wants — OZARK 

OAK FLOORING. Clip the coupon be- 

low and send for additional information. 


PRICE ¢ SERVICE * QUALITY 


Dear Sirs: 


g Please send me information on the fol- § 
E lowing and state when you can ship. 


® 
z Name 


i Address 
(Attach coupon to company letterhead) 
i a a Ge oe = /- = = BH 














[ 
OAK FLOORING CO.\ 


2 
BISMAR 
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wood window is 
nine-light installa- 


VERSATILITY of 
illustrated in this 


tion. Top three sash are in awning 
position, center three fixed, and bot- 
tom three in hopper position. 


V4 i me a 


me (AZ [7 
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FACTORIES and sities are also po- 
tential markets for new window unit. 
Because of great demand, some sec- 
tions of country may not be able to 
make shipment before early 1953. 


New Wood Window 


Answering call of contractors and architects, 
new unit climbs out of cellar to become leader in its 


field. 


The lowly basement window has 
come into its own. Credit belongs 
mainly to the modern architect, 
who saw its simplicity and made 
good use of it. In recent vears it 


- has received all kinds of attention. 


We see it as a clerestory, and as a 
transom. We see it in ribbons 
along hallways and entryways. We 
see it stacked in kitchens, even in 
living rooms. We see it grouped 
in dining rooms and_ bedrooms. 
Clearly it has become a stock fea- 
ture of many contemporary houses. 

Recognizing the need for a stand- 
ard multi-purpose unit to serve the 
needs of modern builders, a lead- 
ing wood window manufacturer is 
now marketing just such a window, 
It is a quality unit that is also 
economical and versatile. It is easy 
to operate and offers efficient, con- 
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CASEMENT position is shown here. 
Wood frame screen and aluminum 
frame screen are optional. All wood 
members are protected with an ap- 
proved preservative. 


Photos courtesy of Andersen Corp, 














CONTROLLED ventilation of bedroom 


is easily accomplished with  6-light 


installation. Note that sash need not 
be opened past drapery line to get 
desired results. 


troled ventilation. It has standard 
hardware, double glazing (option- 
al). It can be swung out or in and 
used either as an awning, casement 
or hopper unit. Head and jamb are 
designed to be used either as head, 
jamb or sill. The screening, which 
can be placed on either side of. the 
unit, is hinged to make sash opel- 
ing easy. Both screen and double P 
glazed panels which are removable, ‘ 
are held in rabbets by small plas . 
tic clips. 

The windows are shipped two 
units to a carton. Frame is sel 
up and weatherstripped at the fac- ! 
tory. Sash swings to 90° for easy [ 
cleaning. 

Distributors, upon order, wi!! as 
semble the windows into ribbons, 
stacks, or groups and apply screens | 
and locks before delivery. ; 
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for new building 
and remodeling 


Fast to sell, easy to install, these items increase con- 
venience in any home, any store. Sliding cupboard 
and closet doors, and drawers, close with ease. 
Shelves are quickly rearranged for any purpose. 
Valuable space is saved. Wherever homes or stores 
are being rebuilt or remodeled, there is a ready and 
profitable market for K-V Builders Hardware... 


and you! 


Be sure to stock plenty of 
K-Venience closet fixtures, too! 











No. 255 Shelf 
Standard Cold 
Rolled Steel. %” 
wide x %6" high. 
Yo” adjustment. 
Various stock 
lengths. 









No. 1400 Extension 
Drawer Slide. Zinc 
Plated Finish. Friction- 
less ‘“Oilite’’ Bearings. 
Stock Sizes: 15” to 38”, 








No. 80 Slotted Standard 
with No. 180 Boltless 
Bracket attached. No. 
80 Stock Sizes: 18” to 
12’. No. 180 Stock Sizes: 
A” to 20”. 





No. 1 Handy Clamp— 
Length 4”, No. 2 Handy 
Clamp—Length 6”. No. 
3 Handy Clamp—Length 
9”. Steel, Anachrome 
finish. Oil tempered 
springs. 








No. 204 Wrought Steel 
Bracket. Sizes—4”, 5”, 
6”, 8”, 10”, 12”. Stand- 
ard Finish—Nickel Plate. 





No. 1198 Double Prong 
Utility Hook. Ideal to 
hold brooms, dust mops, 
garden tools, etc. A 
hook of many uses, sturdy 
and practical. 12” long. 
Bright nickel finish. 








No. 424 Steel Roller. 
Frame size 1” x 2”. Rol- 
ler diameter 34”. Roller 
width 7%”. Many other 
sizes available. 





No. 992 Roll-Ezy Ball 
Bearing Track Assembly 
for Sliding All-Glass 
Doors... frictionless, 
noiseless, free running, 
easily installed. 





No. 828 Bronze Flush 
Pull. Size 1” x 4”. Over- 
all Depth: 13/32”. 
Chrome Satin Anachrome 
ond Dull Bronze finish. 








No.603 Noiseless Sheave 
“Oilite” Bronze Bearings. 
Case 1%” x %”, with 
No. 463X Solid Brass 
Flush Track. Width 1”, 
Stock Lengths: 5’, 6” and 
LD 











No. 402 Ball Bearing 
Sheave Case 14” x fg” 
with No. 467C Copper 
Finish Track. 546” High. 
Stock Lengths: 6”, 8’,12’, 





The products shown 
here are only a few 
of the many we man- 
ufacture. Send for 
your copy of com- 
plete catalog on K-V 
Builders and store 
fixture hardware. 
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TREE TO TRADE, a film on the story of the lumber industry can be shown 


to civic groups by dealers. 
Company. 


This film is furnished by The Long-Bell Lumber 


Films for Dealers’ Use 


The latest releases will help dramatize your 
meetings for contractors, employes and consumer cus- 


tomers. 


A more comprehensive list of 
films, especially for dealer show- 
ings, was published some time 
ago in American Lumberman. A 
few reprints are still available 
and may be had upon request. 


“Seeing is believing” is an old 
cliche but definitely true when ap- 
plied to building materials. One 
of the best ways for a building 
material dealer to present his mer- 
chandise to the public is by show- 
ing its application or development 
through presentation of a motion 
picture or slide film on these ma- 
terials. 

Many films, black and white or 
color, are available through the 
manufacturers and _ distributors 
at little or no cost to the dealer. 
They may be shown to employes, 
homeowners, contractors, civic and 
church groups. 

New films available for distri- 
bution are listed alphabetically 
below: 


Big Timber (10 min.) 16-mm 
black and white, sound. Apply: 


Ideal Pictures Corporation, 58 E. 
South Water St., Chicago 1, III. 
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The Complete Story of Electric 
Water Heating (25 min.) 16-mm 
black and white. Apply: General 
Electric Co., Water Heater Divi- 
sion, Bridgeport 3, Conn. 

Conservation of Natural Re- 
sources (10 min.) 16-mm_ black 
and white, sound. Apply: Ideal 
Pictures Corp. (see address 
above). , 

DeWalt Construction Film (30 
min.) 16-mm black and _ white, 
sound. Apply: DeWalt, Inc., Lan- 
caster, Pa. Film theme is the on- 
the-job record of the production 
methods employed by a contractor 
in building an Army barracks. 


DeWalt Demonstration Film (30 
min.) 16-mm black and _ white, 
sound. Apply: DeWalt, Inc. (see 
address above). Film theme is a 
presentation of all cuts which can 
be made on a standard woodwork- 
ing saw. 

DeWalt Framing Film (14 min.) 
16-mm color, sound. Apply: De- 
Walt, Inc. (see address above). 
Film theme is record of savings 
effected in the framing of a 1,000 
square foot house. Excellent for 
15-minute television show. 


DeWalt GE “400” Film (5 min. 
16-mm color, sound. Apply: De- 
Walt, Inc. (see address above). 
Film theme is compact and fast- 
moving account of the uses of 
which the DeWalt safety power 
feed unit can be put in all wood- 
working shops where rip-type op- 
erations are important. 

Faces and Figures (no time 
listed) 16-mm color, sound. Apply: 
The Mengel Co. (Plywood Divi- 
sion), Louisville 1, Ky. This is a 
Veneer Association Film. 


Forests and Conservation (10 
min.) 16-mm black and white or 
color, sound. Apply: Coronet 
Films, Coronet Bldg., Chicago 1, 
Ill. Film theme shows how trees 
are saved through selective log- 
ging, reforestation and fire pre- 
vention. 


Forestry and Forest Industries 
(10 min.) 16-mm black and white, 
sound. Apply: Ideal Pictures 
Corp. (see address above). 


Let’s Get Out of the Muddle (19 
min.) 16-mm black and _ white, 
sound. Apply: General Motors 
Corp., General Motors Bldg., De- 
troit 2, Mich. Film theme is the 


rapidly deteriorating condition of 


American highways. 


Lightweight Champion (20 min.) 
16-mm color, sound. Apply: Ver- 
miculite Institute, 208 S. LaSalle 
St., Chicago 4, Ill. Film theme is 
concise presentation of tremen- 
dous weight savings possible with 
vermiculite plaster fireproofing. 


The Lumberman (20 min.) 16- 
mm color, sound. Apply: Ideal 
Pictures Corp. (see address 
above). 


Make Room For Tomorrow (20 
min.) 16-mm color, sound. Apply: 
Wood Conversion Co., First Na- 
tional Bank Bldg., St. Paul 1, 
Minn. ‘Film theme is profitable 
home-remodeling. 


My Father’s House (25 min.) 
16-mm color, sound. Apply: U. $. 
Gypsum Co., 300 West Adams St. 
Chicago 6, Ill. Film theme shows 
farm families how to modernize 
and remodel their homes. 

The Outside Story (25 min.) 
16-mm color, sound. Apply: U.S: 
Gypsum Co. (see address abcve): 
Film theme is semi-historical his- 
tory of asphalt shingles and how 
they are made. 

Pineways to Profit (20 min.) 
16-mm black and white, sound. 
Apply: 
address above). 


The Professor Was a Salesman | 


rete 


Ideal Pictures Corp. (séeé 
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were pushing 
more dollars your way 


with PONDEROSA PINE WINDOW PROMOTION 


It starts in the big home magazines, reaching millions of 

home owners—this powerful Ponderosa Pine window promotion. 
It comprises booklets, folders and other sales-building 
promotional material for your customers. It’s a consistent, 
hard-hitting campaign that has proved its ability to get results. 

If you’re looking for more window sales and profits, 

tie in with it—now! 




















LATEST IDEAS 4 Consistent, national advertising like this is 
telling home owners why Ponderosa Pine 
windows are the most modern windows 
they can buy. 


More than 30 practical remodel- 
ing ideas for making small homes ° 
larger are contained in this big 
remodeling book that helps you 
sell windows, doors, cabinets, 
flooring and many other products. 





Fresh new ways to use Ponderosa 
Pine windows are illustrated in ® : 
this beautiful idea book for archi- 
tects and home owners, prepared 

by a noted architect. 


; Mail the Coupon for Sample Copies 
ize 


18 : = -\ a | Ponderta Foxe WOODWORK 








ave) 


his- Ponderosa Pine Woodwork 
how . a Dept. VAL-11, 38 South Dearborn Street 
— Chicago 3, Illinois 
nin.) Please send me free sample copies of x sane tA 0 
yund. 


Name 
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By featuring the NEW ABC PLAN 
you screen out the alibis imme- 
diately and get down to business. 
You can quote your material and 
services at no down payment and 
give 36 months to pay. 


On this EASY SELLING LEVEL you 
screen out the alibis from the 
prospects who are really inter- 
ested .. . and you close more 
business right on the spot. In ad- 
dition, you receive your cash 
from ABC immediately; your 
working capital will always be 
available for new opportunities. 


Call your nearest ABC office and 
have the NEW ABC PLAN ex- 
plained to you in detail. 

Your best sales tool — the 


ABC Time Sales Program. 
Ask us today. 





* 
PETER caeoit Pe 


ALLIED 
BUILDING CREDITS 


INC. 


Specialists in Property Improvement 
and Modernization Sales Financing 


BRANCH OFFICES: BALTIMORE, BIRMING- 
HAM, BOSTON, BUFFALO, CHARLOTTE, CHI- 
CAGO, CINCINNATI, CLEVELAND, COLUMBUS, 
DALLAS, DAVENPORT, DENVER, DES MOINES, 
DETROIT, HOUSTON, INDIANAPOLIS, KANSAS 
CITY, LOS ANGELES, MIAMI, MILWAUKEE, 
MINNEAPOLIS, NEW ORLEANS, OKLAHOMA 
CITY, OMAHA, PHILADELPHIA, PHOENIX, 
PITTSBURGH, PORTLAND, ST. LOUIS, SALT 
LAKE CITY, SAN FRANCISCO, SEATTLE, SOUTH 
BEND, TAMPA, TOLEDO 


GENERAL OFFICE: BOX 3426 TERMINAL 


ANNEX, LOS ANGELES 54, CALIFORNIA 
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(35 min.) 16-mm color, sound. 
Apply: Insulation Board Institute, 
111 W. Washington St., Chicago 2, 
Ill. Film theme tells the plant 
fibre-to-finished-product story of 
insulation board materials. 

Redwood Saga (10 min.) 16-mm 
black and white, sound. Apply: 
Ideal Pictures Corp. (see address 
above). 

Science and Wood Utilization 
(10 min.) 16-mm black and white 
or color, sound. Apply: Coronet 
Films (see address above). Film 
theme shows utilization of all the 
wood fiber coming from the tree 
including small and_ second- 
growth trees. 

This Is Your Business (30 min.) 
sound. Apply: Westinghouse Elec- 
tric Corp., Electric Appliance 
Division, Mansfield, Ohio. Shows 
how to demonstrate dishwasher 
and waste-disposal unit. 

Tree to Trade (31 min.) color, 
sound. Apply: The Long - Bell 
Lumber Co., Kansas City, Mo., 
and Longview, Wash. Film theme 
is the story of the lumber indus- 
try. 


Use of Forests (t0 min.) 16- 
mm black and white or color, 
sound. Apply: Coronet Films 


(see address above). Film theme 
shows various uses of our forests. 


Within These Walls (37 min.) 
16-mm color, sound. Apply: U. S. 
Gypsum Co. (see address above). 
Film theme demonstrates’ the 
values of mineral wool insulation 
products. 


Treat Wood Right (23 min.) 
16-mm sound and color. Factual 
commentary on the preservation of 
wood. Suitable for showings to 
industrial and educational groups, 
service clubs and adult audiences. 
Apply: The Dow Chemical Co., 
Public Relations Dept., Midland, 
Mich. 

The Woodcutter’s Dream (20 
min.) 16-mm color, sound. Apply: 
Princeton Film Center, Princeton 
2, N. J. (Film made by Henry 
Disston & Sons, Inc.) Film theme 
is chain saws. 

NEW COLOR SLIDES available 


are as follows: 


African Mahogany Veneer (20 
min.) 35-mm slides, sound. Apply 
The Mengel Co., (Plywood Divi- 
sion), Louisville 1, Ky. Film 
theme shows actual photographs 
where the world’s finest mahogany 
comes from; and how it is proc- 
essed. 

Flush Doors (no time listed) 
35-mm slides, sound. Apply: The 


Mengel Co., (Plywood Division) 
Louisville 1, Ky. Film theme tel!s 
the story of flush doors from the 
veneer cutting operations to the 
completed door and gives many 
beautiful illustrations of modern 
flush doors in oak, walnut, birch 
and mahogany. 


Forests and Forest Products 
(no time listed) 35-mm, color 
slides. Shows forest fires, logging, 
mills, lumber and paper pulp. Ap- 
ply: Ideal Pictures Corp. (see 
address above). 


In Your Hands (15 min.) 35- 
mm slides, sound. Apply: Cali- 
fornia Redwood Association, 495 
Montgomery St., San Francisco 4, 
Calif. Film theme is the story of 
how to handle, apply and paint 
redwood siding and trim properly. 


Lumbering Industry of the 
Northwest (no time listed) 17 
slides, 35-mm color. Methods used 
to transport lumber and scenes 
illustrating manufacture of ply- 
wood and shingles. Apply: Ideal 
Pictures Corp. (see address 
above). 


Tall Timber (no time listed) 
10 slides, 35-mm color. Apply: 
Ideal Pictures Corp. (see address 
above). Deals with felling of the 
timber, logging and reforestation. 


What’s New in Plastering (no 
time listed) 58 slides. Apply: 
U. S. Gypsum Co. (see address 
above). Film theme is to equip 
every individual in the lath and 
plaster industry with more facts 
to help sell the merits of plaster- 
ing. 


Wood—From Forest To Finished 
Product (no time listed) 35-mm 
color, 49 slides. Apply: Ideal Pic- 
tures Corp. (see address above). 


A new series of dealer film an- 
nouncements includes one-ree! of 
seven one-minute announcements 
and seven 30-second announce- 
ments on_ kitchens, laundries, 
ranges and refrigerators; another 
reel has seven one-minute al- 
nouncements on water heaters, 
home laundries, automatic wash- 
ers, dishwashers, _ refrigerztors 
and complete kitchens. These 
films are available on 16 mm Oo 
35 mm film. Apply: Hotpoint, 
Inc., Dept. Al, 5600 W. Taylor 
St., Chicago 44, Il. 


40 - second FF 


Several full-color 
movie shorts are available from ' 
Wood Window Program, 38 5 | 
Dearborn St., Chicago 8, Ill. Film 
theme is to help dealers sell wood | 
window units. 
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Build big business 
‘| tn Itttle space... 


“| SELL KENTILE FOR 
5 

4, 

“| SELF-INSTALLATION 
nt ” 

ly. 

he 
17 No MATTER how small your available counter 
os space, you can ring-up large profits with “over- 
ly- the-counter” sales of Kentile! Because. .. only 
2al 


with Kentile can you offer your customers the 







































3S e . 
. Asphalt Tile that’s backed by the industry’s 
d) fi biggest and fastest moving advertising and pro- 
ly: motion program. 
eSS 
the 
on. - e 
Yes, once you set up your Kentile depart- 
ae ment you'll understand why more and more 
ly: & 
ess I people everywhere demand the brand they know 
- and trust...the brand they can count on for § 
An i eqe a 
we quality and dependability. 
ter- 
hed 
a 
mm f 
E psi YOUR unm LOOK! A complete floorin 
vale WITH S 
“ KEN TILE. department for only $10° 
| of The Asphalt Tile of 
onts Enduring Seavty 
— 3 : 7 | r : 
an WACREATaS! this great new Junior KenStyler. . . a smali- 
tner \ cece a NACI ON, VNR NA SANE ees me ° 
pe a : space sales aid that lets buyers and prospects 
ers, see just how a colorful Kentile Floor will 
po look in their own homes! 
hese 
no or 
| KENTILE 
ylor ® 
a | The Asphalt Tile of 
rr pee Enduring Beauty 
g S. 
Film KENTILE, INC., 58 Second Avenue, Brooklyn 15, New York © 350 Fifth Avenue, New York 1, N. Y. * 705 Architects Building, 
wood 17th and Sansom Streets, Philadelphia 3, Pennsylvania * 1211 NBC Building, Cleveland 14, Ohio * 900 Peachtree Street N.E., 
f Atlanta 5, Georgia * 2020 Walnut Street, Kansas City 8, Missouri ® 4532 South Kolin Avenue, Chicago 32, Illinois © 1113 Vine 
; Street, Houston 1, Texas * 4501 Santa Fe Avenue, Los Angeles 58, California *© 452 Statler Building, Boston 16, Massachusetts 
ne Buipine Propucts MERCHANDISER 
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B.F.Goodrich 


RUBBER TILE 





Sell Playhouse Planks 

Here’s still another profit-mak- 
ing idea for Christmas sales built 
around “do-it-yourself” toy proj- 
ects. The required materials are 
plywood building planks for walk- 
in play houses, forts, stores, barns 
and similar structures which inter- 
est youngsters from four to 10 
years of age. 

The Tacoma, Wash., school sys- 
tem has developed the idea to the 
extent that 40 of these sets were 
placed in kindergarten class rooms 
throughout the city. The entire set 
can be made from 16 handy panels © 
or four standard panels of °4” fir 
plywood. 

As a dealer aid in this promo- 





tion, the Douglas Fir Plywood As- , 
sociation has developed a_ plan atl 
nu. 


folder and two ad mats on this f 
project. A set of 100 plan. sheets Lu 
and the ad mat are available for [ 
$1 and may be secured upon writ- 
ing or wiring the association. | pal 


























Various ways for handling the sol 
project are suggested. Some deal- ~ 
ers will turn out complete sets 14 
with their own equipment; others 18 
will prefer to offer the long uet 
_—— | , ; ae iat . ; lengths read-cut. Sales can be made 4 
Fact No. 1: Over-the-counter sales of flooring is big business today; to cehedin. lus ant taaividall Da 
naturally you want to get on the band wagon... cash in. buyers. It’s still early enough to ” 
Fact No. 2: Your opportunity for building more sales and profits catch Carttinas busmess. rar 
and gaining more satisfied customers is greater if you sell “quality” Ge 
floor tile that is nationally advertised and accepted. a Sp. 
, ; Save 
Fact No. 3: The answer is B. F. Goodrich Rubber Tile. You can on JOO! . = 
° ° 9 , ec 
sell it with confidence. It’s easy to handle... to cut... to lay home jobs ? 
down ... comes in a wide range of beautiful colors ... offers life- wa 
time wear. sen 
Co: 
Fact No. 4: You'll find that satisfied customers, by word-of-mouth : sul 
advertising will soon send in more and more prospects for B. F. DO IT YOURSELF! 
a 
Goodrich Rubber Tile. * f 
. e e ° ° e ° fro 

For descriptive literature and detailed information on how to increase . ° 
M “ Sane Nothing Else Like It! a 
over-the-counter” sales, write B. F. Goodrich Co., Flooring Divi- Read page 82 for the complete fig: 
4 6 : ‘ ea e ‘ ’ wn 
sion, Dept. L12, Watertown 72, Mass. | story on American Lumberman’s _ 
merchandising kit that offers the “ate 
first practical approach to the “do bus 
it-yourself” market. You get every | ; 





thing you need in a single, ©asy- |) Ok 
to-use selling program. : 





RUBBER TILE + ASPHALT TILE + VINYL PLASTIC TILE - RUBBER COVE BASE - ACCESSORIES , 
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AMONG THE DEALERS 
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OLA OFFICERS-ELECT and retiring officers, left to right, Alfred L. Leonhardt, 


H. E. Leonhardt Lumber Co., Oklahoma City, retiring treasurer; W. M. “Bill” 


Morgan, secretary-manager; 


R. A. Parker, Parker Lumber Co., Ponca City, 


retiring president; Virge Steger, Steger Lumber Co., Durant, vice president; 
George Futrell, Davidson & Case Lumber Co., Oklahoma City, treasurer; Dale 
Carter, Carter Lumber Co., Tulsa, president. 


Oklahoma Convention Draws Over 2,000 


More than 2,000 state lumber- 
men, and allied industry represent- 
atives, registered for the sixth an- 
nua! convention of the Oklahoma 
Lumbermen’s Association, held Oc- 
tober 21, 22, in Oklahoma City. 

The exhibit hall in the Munici- 
pal Auditorium was completely 
sold out, and some displays over- 
flowed into the lobby. More than 
145 individual exhibitors utilized 
180 booths to display their prod- 
ucts. 

At the opening business session, 
Dale Carter, Tulsa, was elected 
president, succeeding R. A. Park- 
er, Ponea City. Virge Steger, Du- 
ran’, was named vice-president, and 
George Futrell, Oklahoma City, was 
naried treasurer. Ed R. Henry, 
Spartan Lumber & Hardware Com- 
pany, Tulsa, was convention di- 
rector. 

(ne of the key-note addresses 
was given by James C. Downs, Jr., 
Senior partner of Downs, Mohl & 
Company, Chicago business con- 
Suiltants. Downs spoke on “What 
Business will be in 1953,” and he 
painted an optimistic picture. 

“mphasizing that he spoke not 
from a crystal ball, but from cold 
facts and calculations from honest 
figures, Downs forecast another 
banner year in the industry. He 
did not confine his remarks to the 
lumber industry but predicted fine 
business generally. 

L. K. Covelle, director of the 
Oklahoma A & M College School 
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of Technical Training at Okmul- 
gee, made an interesting report on 
the lumber and building supply 
dealers training courses which were 
originated at the school by OLA. 


The school was started because 
of the need for trained personnel, 
and the curriculum was planned 
by OLA. All materials for the class- 
rooms were furnished by allied in- 
dustries. The classrooms actually 
being model lumber yards. 


The school is now set up with all 
facilities available to train person- 
nel for a lumber yard with any 
type program desired from an 
eight-week refresher course to a 
full two-year course. The only re- 
quirement is the student’s desire 
to learn. No previous formal edu- 
cation is required. 








FIFTEEN employes of C. Stark- 
weather & Son, Beaver Dam, Wis., 
received gold service pins recently at 
a company banquet. C. A. Stark- 
weather, president, left, is shown pre- 
senting a pin to a veteran employe. 





| Have You Heard? 


There are two old lumber yards in 
Wisconsin: the Stegerwald Lumber 
Co., Sun Prairie, 104 years old; and 
the Lachmund Lumber & Coal Co., 
Sauk City, 106 years old. The latter 
yard is perhaps oldest one in the 
United States operating in the same 
location and under the same family 
ownership. The present manager of 
Lachmund is Carl Lachmund, great 
grandson of the founder, Charles 
Halasz. This firm has been remodeled 
three times. The Stegerwald Lumber 
Co. was founded by Colonel William 
H. Angell in 1848 and operated under 
his name. In 1918, the yard was sold 
to Frank Stegerwald and his son, 
Frank, Jr., and operated as Steger- 
wald & Co. The firm took its present 
name in 1924. 


Walter Keebler, after 46 years of 
continuous service as manager of the 
Wilbur Lumber Co., Burlington, Wis., 
has retired. He remembers the day 
when his company purchased their 
first truck, a Model T Ford. George H. 
Wilbur, founder of the firm and 
father of present owner, Hawley W. 
Wilbur, wanted Mr. Keebler to give 
him a ride to Watertown, 15 miles 
away. They hadn’t gone a mile before 
they ran over a sheep and a mile fur- 
ther a turkey met the same fate. Mr. 
Wilbur dryly observed, “Walter, these 
things are going to be expensive to 
have around.” 


Rotary International announces that 
two lumber company presidents are 
1952-53 district governors of this serv- 
ice organization. These men are 
George Nevitt, president of Paine 
Lumber Company, Ltd., Oshkosh, Wis.; 
and Neal B. Waugh of the lumber 
company of the same name, Tucson, 
Ariz. Nevitt is in charge of 48 Rotary 
Clubs in his Wisconsin district. Waugh, 
a director of the Arizona Retail Lum- 
ber Dealers Association, directs the 
activities of 37 Rotary Clubs in parts 
of Arizona and California. 


Miss Louise Fusco, secretary of the 
Genesee Valley Building Service, Inc., 
Mount Morris, N. Y., and famed as 
the only girl student of the 1952 
Northeastern Retail Lumber Training 
Institute, baked a cake on the occa- 
sion of the birthday of F. Douglas 
Wheeler, her boss. In lieu of candles, 
employes decorated it with four ten- 
penny nails and one four-penny nail 
to indicate the boss’ 44th birthday. 
The J. E. Pitman Estate, Andover, 
Mass., is modernizing its lumber store 
and office. W. J. & E. R. Young, El- 
mira, N. Y. are building new offices 
and a display room. 





Dealers, this is your column. If you have a 
new manager; if you have a new store or re- 
modeled the old one; if you are elected mayor; 
if you stage a home show—write and tell us 
about it and other current items of interest 
about your organization. Mail them to “Have 
You Heard?” department, American Lumber- 
man, 139 N. Clark Street, Chicago 2, Ill. 
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THIS ULTRA MODERN six room model home was constructed on the floor of 
the main show building. 
sells for $12,900. 


Designed by architect Peter Powers Hale the home 








THE DRAZEN LUMBER exhibit displayed everything needed for remodeling 
Garages were featured in the display. 


and home expansion. 





New Haven Dealers Stage Building Clinic 


One of the outstanding features 
of the 17th annual home show 
sponsored by a New Haven news- 
paper was a home building clinic 
planned by local lumber dealers. 
Official attendance records showed 
that in six days over 17,000 people 
paid admission to see the show. 

The home building clinic empha- 
sized the themes “Own Your Own 
Home” and “Build and Repair 
Now.” For the clinic, a special stage 
with a seating capacity of 1,000, 
was set up at the rear of the Arena 
and three programs a day were 
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presented there, including many 
outstanding industry movies, lec- 
tures, and demonstrations of build- 
ing materials and methods. 

The clinic was sponsored by the 
leading lumber dealers of the New 
Haven area, under the general 
chairmanship of Herman Y. Stone 
of the Columbia Lumber Co. J. De- 
Forest Venter of DeForest & Hotch- 
kiss Co., was film chairman, and 
Walter E. Shanbrom of the West 
Haven Lumber Company served on 
the Home Clinic Committee. 


Convention Dates 


JANUARY 
7-9, Ohio, 

Plaza Hotel. 
12-14, Kentucky, 
Hotel. 

13-15, Northwestern, Minneapolis, Au- 
ditorium. 

18-21, National Association of Home 
Builders, Chicago, Conrad Hilton 
Hotel. 

20-22, Western Retail, Portland, Mu't- 
nomah Hotel. 

25-27, W. Virginia, Charleston, Daniel 
Boone Hotel. 

26-29, Northeastern, New York City, 
Statler Hotel. 

26-28, National Roofing, Philadelphia, 
Bellevue Stratford. 

28-30, Southwestern, Kansas City, Mu- 
nicipal Auditorium. 


FEBRUARY 

3-5, Michigan, Grand Rapids, Pantlind 
Hotel. 

4-5, W. Pennsylvania, Pittsburgh, Wm. 
Penn Hotel. 

4-6, Mountain States, Denver, Shirley- 
Savoy Hotel. 

6-8, Middle Atlantic, Atlantic City, 
Chalfonte Haddon Hall. 

10-12, Illinois, Chicago, Sherman Ho- 
tel. 

17-19, Wisconsin, Milwaukee, Audi- 
torium. 

18-20, Virginia, 
Hotel. 

25-27, Nebraska, Omaha, City Audi- 
torium. 


MARCH 

3-4, N. Dakota, Fargo, City Audi- 
torium. 

3-5, Indiana, Indianapolis, Murat Tem- 
ple. 

5-7, Intermountain, 
Hotel Utah. 

11-12, Mississippi, 
berg Hotel. 

11-13, Iowa, Des Moines, Iowa Ex- 
hibitor’s Building. 

17-19, Carolina, Asheville, N. C., Bat- 
tery Park & Vanderbilt Hotels. 
18-19, Louisiana, New Orleans, Jung 
Hotel. 

24-26, Tennessee, Galtenburg no ex- 
hibits. 

25-26, Independent, Minneapolis, Rad- 
isson. 

26-28, N. Jersey, Atlantic City, Hotel 
Claridge. no exhibits. 

26-28, Nat’] Assn. Commission, Lum- 
ber Salesmen, Chicago, IIll., La Salle 
Hotel. 


APRIL 

7-9, S. California, Los Angeles. 

8-9, Arkansas, Little Rock, Hotel 
Marion. 

8-10, Sawmill Machinery Exposi|ion, 
New Orleans, Municipal Auditorium. 


Cincinnati, Netherlands 


Louisville, Brown 


Roanoke, Roanoke 


Salt Lake City, 


Jackson, Heidel- 


15-16, S. Dakota, Sioux Falls, Coli- 
seum. 

16-18, Miami Beach, no exhibits. 
19-21, Texas, Galveston, Municipal 
Pier. 

MAY 


14-16, Arizona, Grand Canyon Park. 


r ., & 
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1 BROWN-GRAVES CO. 
Akron I, Ohio 
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light and airy 
modern wood 
windows... 

for every home 


BEE GEE Modern Wood Windows are exactly 
what your customers want—modern, light, airy— 
and beautifully styled to lend a decorator touch 
to every home. BEE GEE Windows meet every 
need, satisfy every desire, fit every budget. And 
with over 42 styles and sizes to offer, your sales 
profits are assured. 


BEE GEE Modern Wood Windows are complete 
pre-fit units consisting of frame, fully glazed sash 
with all hardware and copper screens installed 
at the factory...ready to set in the wall. 


“Clean the Outside from the Inside” 
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BILL TROUP, left, and Willard Blanch- 
ette, sales clerk, examine the American 
Lumberman sales kit they have just 
received. 


THE BANNER was 


immediately installed near the tool bar. 


A UNNAKEE ILL, 


has many other outdoor uses. 





Bill Troup is 


shown above, with a customer interested in a new saw. 


FIRST STEP was the mounting of this colorful, 
Troup’s new truck. The sign has grommets for secure attachment. 








weather-resistant poster on 
This poster 


THE CONSUMER FOLDER will be 
used by Troup’s as a customer handout 
and for direct mail purposes. 


Dealer Puts ‘‘Do-It-Yourself’’ Kit To Work 


Bill Troup in Kankakee, IIl., 


plan designed to stimulate handyman business. 


When the H. H. Troup & Co., 
began at Kankakee, Ill., in 1858 
their first customers were hardy 
pioneers who built just about 
everything with their own hands. 
Today, the “do-it-yourself” cus- 
tomer is once again becoming im- 
portant and Troup’s are using the 
new American Lumberman sales 
promotion kit to sell the home 
handyman. As Bill Troup, man- 
ager, says: 
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“We bought the A. L. kit be- 
cause we felt it was something we 
could use to sell the home owner. 
And we’ve found that the kit was 
everything it was advertised to be. 
The colors used are attractive and 
the sales messages has lots of 
punch.” 

As you can see on the page at 
the right the new American Lum- 
berman kit contains all the es- 
sential sales tools you’ve always 
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likes new A.L. promotion 


needed for reaching the ‘“d>-it- 
yourself” customer. Nothing has 
been overlooked for a complete 
merchandising package that ag- 
gressively sells more building ma- 
terials. 

Each kit contains literature. di- 
rect mail, radio and TV _ spots, 
publicity stories, special event 
suggestions, newspaper advertis- 
ing and attractive display maiter- 


ials. We honestly believe that if 4 
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Here's What Every Kit Contains 


Hs easier than you think! ¥) 
Home Improvements 
con be fun.... 
eam inexpensive 








1. Consumer literature 


You'll like the interesting, 8 
page, two-color folder, especially 
prepared for this program. Each 
kit includes 100 folders and you 
can order additional quantities 
from the price list with this article. 


It’s a handy 3% x 614” size, 
just right for direct mail or as an 
enclosure with monthly statement 
mailings. The folder may also be 
used as a handout in the store or 
at home shows, etc. 


2. Direct mail 


Three suggested letters for di- 
rect mail come with each kit. They 
are brief, unusual and easily adapt- 
ed for your specific operations. 
They’ll give you a good start for 
a profit-making direct mail cam- 
paign. Each set of letters is ac- 
companied by how-to-use guide 
sheet. 


3. Radio and TV spots 


The radio and TV spot adver- 
tising announcements are also ac- 
companied by a guide sheet. Twelve 
announcements come with each 
sales kit. 


4. Publicity stories 


To help you get “free advertis- 
ing” each kit contains six publicity 
stories that you can use with your 
local newspaper, radio or TV sta- 
tion. 


5. Special events 

This subject is fully discussed 
in a dealer sales manual that ac- 
companies each kit. There are 
scores of valuable suggestions that 
you can use in your own business. 





DONT PUT OFF needed home 


it’s EASIER than you think! 





‘STORM SASH — ALL STANDARD SIZES — ORDER NOW 


YOUR NAME GOES HERE 











6. Newspaper advertising 

Each sales kit has a proof sheet 
illustrating the eight different 
mats that can be ordered separate- 
ly from the price list on another 
page. 

The ads are available in 1, 2 and 
4 column sizes and we have in- 
cluded mats of the slogan used 
for the campaign. 


Copy and illustrations can be 
inter-changed for scores of addi- 
tional ads. 


Because so many dealers use 
classified advertising the kit also 
contains 12 ready-to-use ads. 





7. Display Materials 








Poster 


This weather-resis- 
tant poster in three 
colors is 21 x 34”. It 
may be used on 
trucks, small outside 
boards, etc. One is 
included in every kit 
and additional post- 
ers may be ordered 
for $1.00, each. 
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SAVE MONEY...HAVE FUN 
in your spare time 


FIX UP...REPAIR... REMODEL 





LET US HELP ~ EASY TERMS 


THAN YOU THINK! 


DOT? NOW! 


Banner 


The window banner in 
three colors is 19 x 387”. 
One banner is included in 
each kit and additional 
ones can be ordered for 
50c each. This impressive 


banner on your window is 


x 20”, 


color 


ditional 


sure to 
yourself. business. 


Streamer 


Two streamers, 10 
come with 
each kit. This three- 
streamer is 
handy for use on win- 
dows, doors, etc. Ad- 
streamers 
cost 10c each. 


stimulate do-it- 
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you order a kit you will agree it’s 
today’s biggest value in solid, 
good merchandising. 

The new A. L. sales promotion 
kit is made to order for busy deal- 
ers desiring to start a consumer 
program with minimum extra ef- 
fort. It fits smoothly into a retail- 
er’s present promotional plans 
and it can be used completely or 
in part. 

“Do-it-yourself” is already a 
booming business. The trend has 
recently been recognized by Time, 
Business Week and other leading 
national magazines. All these pub- 
lications report startling sales fig- 
ures to this growing, new market. 
The percentage they quote are es- 
pecially interesting. For example: 
that 75% of all paint is self-ap- 
plied; 70% of all wallpaper; 60% 
of fill insulation; 40% of asphalt 
tile; 10% of all plywood. Today 
5% of the homes erected are built 
by the owner; four years ago it 
was less than % of 1%. 


Home owners are doing their 
own work for basic reasons that 
will probably still be with us for 
vears to come. They can’t afford 
the high prices of professionals 
and the impact of taxes and in- 
flation leaves very little cash in 
the family pocketbook. And, like 
the pioneers who were Troup’s 
first customers in 1858 the home 
handyman is'7 discovering the 
pleasure of working with their 
own hands. Modern building ma- 
terials and tools make it easy to 
do a good job of repairs and re- 
modeling. 

Send in your order today for a 
kit and get started with an organ- 
ized sales approach to the “do it 
yourself” customer. 


A partial list of dealers who have 
already ordered kits are: 


South City Lumber & Supply Co., South San 
Francisco, Calif.; Continental Lumber, West 
Haven, Conn.; Clemens Lumber & Supply Co., 
Glen Mills, Pa.; Best Built Co., Chicago, III; 
Ebenreiter Lumber Co., Sheyboygan, Wis.; 


Cleveland Wrecking Co., Cincinnati, Ohio; 
West Side Building Supply, Inc.; Saratoga 
Springs, N. Y.; Merritt Lumber Yards, Read- 
ing, Pa.; 


Henderson Lumber Co., Fort Lauderdale, 
Fla.; John J. Kuntz Lumber Co., San Antonio, 
Tex.; Thompson ‘Good’ Lumber & Building 
Supply, Champaign, Ill.; U. S. Building Prod. 
ucts Co., Ine., Berkeley Heights, N. J.; Stuck 
Brothers, Jonesboro, Ark.; H. W. Ross Lumber 
Co., Sioux Falls, S. D.; Philip S. Lindner & 
Co., Sandwich, IIl.; The Star Lumber Co., Lib- 
eral, Kan.; City Lumber Co., Inc., Somerset, 
Ky.; 


J. F. Anderson Lumber Co., Minneap.lis, 
Minn.; Pitman & Brown Co., Salem, Mass,; 
Southern Lumber Co., San Jose, Calif.; Whit- 
ing Mead Builders’ Market, San Diego, Caiif,; 
Fifield Lumber Co., Janesville, Wis.; English 
Lumber Co., Inc., Altavista, Va.; Chase Lum- 
ber & Fuel Co., Sun Prairie, Wis.; Farm Cash 
Lumber Co., Wichita, Kan.; Fairfield Lumber 
Co., Fairfield, Iowa; Bell Bros. & Co., Mur- 
freesboro, Tenn.; 


Phoenix Lumber & Hardware Co., Indianap- 
olis, Ind.; A.B.C. Lumber Co., Brooklyn, N. Y.; 
Industrial Lumber Co., Gary, Ind.; Irons Lum- 
ber Co., Pendleton, Ore.; Sam Morris, 
Monroe, Mich.; Charlson Mfg. Co., Eau Claire, 
Wis.; B. Di Medio & Sons, Ince., Paulsboro, 
N. J.; Grayson Lumber Co., Birmingham, Ala.; 
The Warren Lumber Co., Fort Morgan, Colo.; 
Barnes Hardware & Lumber, Pasadena, Tex.; 


Cox Lumber Co., San Antonio, Tex.; John- 
son-Campbell Lumber Co., Fort Worth, Tex.; 
Hart Builders Supply Co., Hart, Mich.;* Star 
Lumber Co., Santa Fe, N. Mex.; The Western 
Res. Lumber Co., Warren, Ohio; Barker-Lubin 
Co., Springfield, Ill.; Lock City Mfg. Co., Sault 
Ste. Marie, Mich.; Panora Lumber Co., Panora, 
Iowa; 





Order your "Do-It-Yourself" Kit now — $7.00 complete 


Ss 
Pi 








One complete kit, not including newspaper advertising 
mats is $7.00, postage paid. This kit contains the sales 
manual, 300 stickers, 100 consumer folders, display mate- 
rials, publicity stories, ad mat sheet, direct mail letters, 
radio and TV spot announcements and complete how-to- 
use suggestions. To simplify bookkeeping remittance must 
accompany orders. 

The following listing gives you a description of each 
piece in the kit, the amount received with each kit, and 
prices for additional quantities. Send your check or money 
order directly to American Lumberman, 139 N. Clark 
Street, Chicago 2, Illinois, with your order. 


Consumer folder: 100 copies of this eight page folder 
for use as a mailing enclosure, handout, etc., in each kit. 


Price per additional 100.......... $ 1.50 
Price per additional 500.......... $ 6.25 
Price per additional 1,000.......... $10.00 


Lots of 1,000 or more folders can be imprinted with 
name, address, and phone number—three lines—for $3.00 
additional per 1,000. 
Direct Mail: Three suggested letters are included in 
each kit (no charge). 


Radio and TV: Twelve spot announcements are in 
each kit (no charge). 


Publicity stories: 
kit (mo charge). 

Dealer Manual: 
kit (no charge). 


American Lumberman Reprint: A recent “case history” 
of a dealer who conducted an outstanding do-it-yourself 
promotion is in each kit (no charge). 

Newspaper ad mats: Mats are not included in original 
kits. They must be ordered separately. Proofs of avail- 
able mats are supplied with each kit. 

The price per mat is: 


Six releases are included in each 


One dealer manual comes with each 


Mat #1—4 columns x 13%”............ Tbe 
Mat #2—2 columns x 10”..........000. 35c 
Mat #3—2 columns x 814”........cee00- 30c 
Mat #4—2 columns x 8%”............ ..30¢ 
Mat #5—1 column x 10”........... ee 
Mat #6—1 columr x 10”............. «ou 


Campaign slogan: “Save on 1,001 Home Jobs—Do It 
Yourself.” 
Mat Bi 1 ££ BH vccccsccces 


Mat #&—2 x 15%”... .ccccccee 15e 





Campaign sticker: 300 two-color gummed stickers are 
in each kit. 


For additional stickers 100.......... 25c 
WES sinaitewnes 75¢ 
Ce ee $1.25 


Banner: One 19 x 37”, three-color banner for store and 
window use is in each kit. 
Price for additional banners.......... 50c each 


Poster: One 21 x 34”, three-color poster comes in each 
kit. For outdoor use on trucks, etc. Has space for local 
imprinting of firm name, address and phone number. 

Price for additional posters.......... $1.00 each 


Streamer: Two 10 x 20” three-color streamers for 
general showroom use are in each kit. 
Price for additional streamers.......... 10c each 





Please Print or Type 11-17 


Remittance must be with order. 


AMERICAN LUMBERMAN, 
139 N. Clark St., Chicago 2, Ill. 


Send me AL "Do-It-Yourself" merchandising kit(s) 
at $7.00 per kit. Attached find $ 
in check or money order. Also please send me the following 
items in additional quantities as noted, cost of which is 
included in my remittance. 
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No complaints 





...Pre-packaged, Ready-to-Install NOVOPLY* SLIDING DOOR UNITS 
won't warp, won't swell, won’t stick! 


The sliding doors you sell should above all be 
flat and Novoply Sliding Door Units are made 
of the flattest paneling ever produced. Novoply 
is so dimensionally stable that doors made from 
this remarkable new all-wood paneling are 
guaranteed not to warp more than 4th of an 
inch if properly installed. 

These Novoply Sliding Door Units come to 
you pre-packaged, ready to be installed with 
all necessary hardware as well as pre-cut jambs 
and header for easy installation and s-m-o-o-t-h 
sliding action. 

No Cutting, No Fitting — These units are spe- 
cifically designed to make installation simple. 
They are expertly constructed and engineered 
so that adjustments are easily made and proper 
performance assured. For example, top rollers 
are equipped with ball bearings and run 
smoothly on an overhead track. This means 
easy action and no binding. 


You can sell Novoply Sliding Door Units for 
closets and as storage wall units between 


Novoply Sliding Door Units 


UNITED STATES PLYWOOD CORPORATION 
World’s Largest Plywood Organization 

Manufacturers and Distributors of Weldwood® Plywood, 
Weldwood Doors, and other specialties 


BuILpING Propucts MERCHANDISER 


rooms. They cost less than conventional doors, 
save in floor space and installation time and 
provide long trouble-free service. 


Novoply can be painted or stained readily. The 
wood mosaic beauty of the paneling can also 
be given a simple wax finish. 


Wherever the news about Novoply Sliding 
Doors has spread, a big demand has instantly 
sprung up. They are wanted for new and re- 
modeled homes but their market also extends 
to apartment houses... office buildings .. . 
hospitals... schools... motels . . . trailers. 


Make your yard the local headquarters for 
Novoply Sliding Door Units. Our warehouses 
carry these units in stock and will be glad to 
supply complete details. If you would prefer 
to fill in the coupon below we will see that in- 
formation is sent to you. 


*T. M. Reg., Patented: Other patents pending. 








UNITED STATES PLYWOOD CORPORATION 

55 West 44th Street, New York 36, N. Y. AL-11-17-52 
Please send me further information, dimensions, etc., on 
Novoply Sliding Door Units. 











With the Manufacturers and Wholesalers 






one * ® 


SOUTHGATE: I say thank 
for the dealer. ... 


God 


Bie 


JACQUES: . more 
attend a sales clinic. 


time 


HOOD: The dealer can do it— 
with organized support. 





to 





THE PANEL: 
B. E. Babbitt 

Managing director, NPDA 
Charles Southgate 

Int. Fibre Board Sales, Ltd. 
W. E. Difford 

Douglas Fir Plywood Assoc. 
Hugh Jacques 

Nickey Bros. Co. 
George Waetjen 

Milwaukee Plywood Co. 
Lawrence S. Clark 

Twin City Hardwood Lbr. Co. 
Harold W. De Gracie 

Splicewood Corp. 
Jack Ramsey 

Darlington Veneer Co., Inc. 
Arthur A, Hood 

Editor, American Lumberman 
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DIFFORD: He’s the fellow, 
‘*X’ on the diagram. 
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Discuss Ways to Boost Plywood 











BABBITT, left, with De Gracie, 
center, and Ramsey. 


Lil at ORR nN Is 
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National Plywood Distributors emphasize 


critical need for additional dealer outlets at panel meet- © 


ing in Chicago. 


What’s holding up hardwood 
plywood sales? Is it the nature 
of the product itself? Is it lack 
of demand? Or poor promotion? 

The answers to these and other 
questions were sought by mem- 
bers of the National Plywood Dis- 
tributors Association at its mid- 
western meeting in the Edgewater 
Beach Hotel, Chicago, Oct. 23. 

On one point, members were 
agreed. The retail dealer is not 
to blame. Rather, they empha- 
sized the need for stronger pro- 
motion at the consumer level. 


Babbitt: Gentlemen, it looks as 
though our problem is a merchan- 
dising one. I would like to point 
out that people want to know 
where they can get hardwood ply- 
wood. They don’t seem to know. 
We have sold industry and archi- 
tects on our product, but that 
isn’t enough. Here we are in the 
midst of a big architectural trend 
toward the use of wood and ply- 
wood especially. Consumer maga- 
zines are full of it. People want 
it—but they don’t know where to 
buy it. 

Southgate: There is a principle 
that holds good in life, in busi- 
ness, in sales. That is the prin- 
ciple of balance. We found at one 
time that we were too heavy in 
midwestern sales, so we went 


November 


after seaboard territories. 
need a geographical balance and | 


that’s where the lumber dealer i 
rates high. We have banked too 7 
You & 


heavily on industrial sales. 
can wake up some morning and 
find that industrials can fly out 
the window. 


The dealer has coverage. 


ticularly great in bad times. 
the last and most important link 
in the merchandising chain. He’s 
also the most effective source for 
the home and hobby trade. And 
don’t forget, gentlemen, he has 
his roots in the community. He’s 
a part of it. He was born there, 
grew up there, is probably on 
the school board. . . . I say, thank 
God for the dealer. 


Difford: We don’t have quite 
the same problem you do; oul 
product is a construction item. 
Yours is a luxury, more or |!ess. 
But in the years I’ve been in this 
business I’ve found this to be 
true. The lumber dealer salesmal}- 
is an expert we rarely appre 
ciate. And he’s one of the most 
underpaid men I know. 

When I was in the business, !|~ 
had salesmen who kept scrap)” 
books. They had sections 0 © 
fences, kitchen, bathrooms — 7 
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PITTSBURGH CORNING GLASS BLOCKS 
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> out @ And you can cash in on this profitable business 
with very little effort! One way is to bring glass 
That blocks to the attention of your local architects and 
par: contractors. They know about the advantages of 
He’s § PC Glass Blocks, but a reminder always helps. 
+ link Moreover, you will thus identify your store as a 
He’s ready source for glass blocks. Another way is to 
-e for display PC Glass Blocks in your windows and on 
And your floor. And still another, and very productive, 
e has plan is to send promotion material to home owners 
He’s in your territory. 
there, For this, we have prepared a special folder— 
ly on “Open the door to more cheerful living”—whose 
thank distinctive make-up and convincing PITTSBURGH] 
sales message will help to bring a rR 
quite lot of glass block business your Pp fy [ A S S 4 I [) [ K S 
ys oul way. Fill in and return the coupon C 
item. for a sample copy of this folder. a 
r less. Do it right now and take advantage OR She math ofa modern home 
in of the unusual opportunity for plus 7 + 
to be sales and profits offered by this : ! oe 
lesmal beautiful, Bente and oonaili i: eeeiee ee roe rorder . Fae | 
appre b uilding material. J Pittsburgh Corning Corporation | 
e most il Dept. FF-112, 307 Fourth Avenue, Pittsburgh 22, Pa. | 
| Without obligation on my part, please send me a FREE copy of your folder, | 
ay “Open the door to more cheerful living.” | 
ness, | _ i GIN 54.4ks ds wenn wean en ereausuesadmeeennenawekseendesareaeaneeekenne | 
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‘buted by Pittsburgh Plate Glass Company; W. P. Fuller & Co. on the Pacific Coast; Canadian Pittsburgh Industries, Ltd., Hobbs Glass Division, in Canada; and by leading distributors of building materials everywhere. 
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And they were experts on ‘taking 
off’ orders too. 

This lumber dealer—there’s the 
fellow who’s the “X” on the dia- 
gram where is the body is found. 

Waetjen: We found in a sur- 
vey of some 300 dealers in south- 
ern Wisconsin that only 14% of 
them were ‘hardwood - minded.’ 
One trouble is the matter of sizes. 
They have been forced to take the 
smaller sizes, but they want 4 x 
8’s. They’re more economical. 
They can cut them up to any 
size they want. 

Clark: One of the toughest 
problems is warehousing. Dealers 
don’t know how to warehouse ply- 
wood properly. Another thing 
they can’t do is to create a de- 
mand. And you’ve got to help 
them create displays. That’s very 
important. 

I think maybe it’s the duty of 
the manufacturer to channel the 
smaller sizes into industry. 

De Gracie: One thing we have 
to do is to tell people how much 
it costs to do a room. They think 
it costs about three times more 
than it actually does. Another 
problem is finishing and installa- 
tion. I think we need a package 
and I think molding should be 
in it. Often the molding costs 
twice as much as the plywood! 

Before closing, panel members 
and plywood representatives were 
fairly agreed on the following 
points: 

1. That dealers were getting 
enough mark-up in most 
areas—some as much as 
70%. 

That hardwood plywood is 
not in the Cadillac class. 

3. That dealer salesmen need 
application details as to in- 
sulation behind paneling, 
method of installing over 
plaster, etc. 

4. That these details could take 
the form of 8” x 11” data 
sheets to go in the sales- 
man’s notebooks. 

Disclosure of a new technique 
for making low-cost hardwood 
panels was also made at the meet- 
ing. Charles M. Kreider, Elmen- 
dorf Research Inc., Chicago, re- 
vealed that his company has pat- 
ented a process for gluing up 
1/48”—1/64” veneers over a core 
of compressed wood. The core is 
similar to hardboard but is not 
as dense. Ordinary glues and 
presses are used, but at higher 
temperatures than normal. The 
veneers, however, are applied to 
the core while still green, Kreider 
emphasized. 
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Gives Key to Good Credit 


H. L. Judd, U. S. Gypsum credit manager, tells 
meeting of National Building Material Dis- 
tributors Association in Chicago what good credit 


means. 





H. L. JUDD 


“Credit is man’s confidence in man.” 


The secret, if there is such a 
thing, in deciding whether to ac- 
cept a credit risk, is twofold. 
First, to get complete and accu- 
rate information and, second, to 
make a decision of whether this 
information justifies the confi- 
dence necessary. There is no cut- 
and-dried formula for sizing up a 
credit risk. There are, however, 
certain fundamental principles 
which apply to credit. Very simp- 
ly, the elements which make up a 
good credit risk are character, 
capacity and capital—the three 
C’s. 

Different people have various 
ideas as to what constitutes a 
good credit risk. The banker 
places a great deal of stress on a 
man’s finances. A manufacturer 
or wholesaler usually must take 
a little greater degree of chance, 
so he attaches first importance to 
a dealer’s character and capacity. 
He knows, usually, that a capable 
dealer of good character may make 
up in energy, ideas and efficient 
merchandising what he lacks in 
capital. 

1. Character. It seems to me 
that in the construction business 
the prime consideration in extend- 
ing credit is the character of the 
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individual with whom you are do- 
ing business. Is he honest? Does 
he tell the whole truth and oper- 
ate ethically? If you are doing 
business with a dishonest individ- 
ual, you are speculating instead of 
accepting a normal credit risk. 

2. Capacity. The second consid- 
eration, in my opinion, is capacity. 
It has often been said that if an 
honest man can buy material and 
make a profit using that material, 
he is a good risk. If a dealer, be- 
cause of his ability and business 
judgment, can purchase building 
materials and sell them in such a 
way that the final result is a prof- 
it for him, you probably will be 
paid. To find a man’s capacity is 
often difficult. 
at his record. How long has he 
been in business and, during his 
business life, has he made prog- 
ress? Did he make more profit 
than the average? Has he saved 
his profit and left it in the busi- 
ness? 

3. Capital. The next factor is 
capital. This factor is the insur- 
ance. If the first two factors 
passed your inspection, you should 
be paid for whatever credit you 
extend, but there are often un- 
foreseen circumstances that may 
alter a credit picture. It is the 
capital that a man has behind him 
that is the insurance to his cred- 
itors that they will receive their 
money. If a very good dealer lost 
a great deal of money, I don’t be- 
lieve his character and capacity 
would turn into dollars to pay his 
creditors, but if this same dealer 
had sufficient capital invested in 
his business and could stand such 
a loss, there would appear to be 4 
reasonable assurance that his 
creditors would be paid. Capital 
is also that factor which deter- 
mines how a customer can pay. 
If your customer has adequate 
capital, he should be able to pay 
according to your terms. 


You have to look 
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=WiITH GREATEST DURABI LITY PL Redwood is tops in ALL 


these qualities. 
Redwood ranks amongst the highest of American woods in 


its great resistance to fungus, insects and decay—and PL 
Redwood ranks in top class as the finest Architectural Red- Y’ ‘ow Swelling and Shrinkage 
wood with enduring qualities. With PL Quality in Redwood 
you have the best money can buy—and it costs no more to 


specify PL Certified Dry Redwood. 


For information on PL Redwood, write today for fully illustrated 
booklet “‘From Out of The Redwoods.” 


V High Dimensional Stability 


W Finest Paint Retention 






Y Greatest Durability 


I \= 


V Good Workability 


Y Glue-holding Ability 


THE PACIFIC LUMBER COMPANY 


The best in Redwood — Since 1869 
Mills at Scotia, California 


100 Bush St San Francisco 4 « 35 East Wacker Drive, Chicago 1 + 5225 Wilshire Blvd., Los Angeles 36 








MEMBER OF CALIFORNIA REDWOQD ASSOCIATION 
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THE LUMBER MARKET 


Grant Loans 
for Tree Farms 


The kind of wise woodland man- 
agement that earns certification 
in the industry-coordinated Amer- 
ican Tree Farm System also re- 
ceives recognition in the field of 
finance. 

Three major insurance companies 
have multi-million dollar woodland 
loan programs underway in the 
United States. Several other firms 
are studying the forestry situation 
carefully. This information was 
disclosed in a survey conducted by 
American Forest Products Indus- 
tries. Experts in the farm loan and 
mortgage departments of large New 
York and Connecticut insurance 
companies were contacted and in- 
terviewed by AFPI. 

Officials of Travelers, Prudential 
and Equitable said their organiza- 
tions have embarked on multi-mil- 
lion dollar programs for long-term 
woodland loans. One company re- 
ports it is ready to loan from 50 
to 100 million dollars in the next 
five years provided the business is 
available. 

Officials of two other large in- 
surance companies — Mutual and 
Metropolitan — are watching the 
woodland loan situation with in- 
terest. 

While qualifications for timber 
loans have not yet fallen into any 
cut and dried pattern, conditions 
governing loan approval somewhat 
parallel those required for Tree 
Farm certification. Evidence of 
adequate protection against fire, 
over-grazing and insect pests plus 
a management plan that provides 
for growth and harvest of continu- 
ing tree crops is essential. 


Seattle Market 
Marking Time 


Neither buyer nor seller is anx- 
ious to trade and the present period 
is one of marking time. Some sug- 
gest the quiet is due to pre-elec- 
tion uncertainty but whatever it 
is the market here shows little 
change either in price or demand. 
What price changes there are have 
a downward trend. 

Fir is steady to a little weaker 
in some items. Transits are being 
snapped up to the detriment of mill 
shipments. No. 2 and btr green 
fir dimension is down $1 to $2 on 
account of transits and No. 3 di- 
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TREE FARMING DID THIS. At left, the managed tree farm of O. K. Smith, 
near Coeur d’Alene, Idaho, shows results of thinning and harvest of poles, 


cordwood and pulpwood. 


Unmanaged timber at right of fence is same age 


but less than half as tall and one-third as large in diameter. Tenth anniversary 
celebration of tree farming in Idaho was held recently on the Smith farm. 


mension in both green and dry 
has dropped $2 to $3. The larger 
kiln dried mills have firm ideas 
regarding price believing the trade 
will come to them. 

Generally mull order files are 
down. Those with dry dimension 
are looking for orders. Structural 
timbers are badly off selling at 
$20 less than six weeks ago due 
to lack of heavy construction. Rail- 
roads have started buying car ma- 
terial and other items. 

Atlantic Coast lumber prices are 
dropping. So much lumber is be- 
ing dumped there is a_ shortage 
of dock space. Many ships are char- 
tered for the Atlantic seaboard to 
arrive in December. Freight rates 
have advanced around $8 since Au- 
gust and lumber will] have to absorb 
the increase. Canada is cutting 
prices fifty cents to a dollar to 
get business. 

Dry Western white spruce is 
very scarce; only odd cars offered 
with the price trend firm. Pine 
prices are unchanged with boards 
scarcer. Small mills with air dried 
stock are pretty well cleared up but 
big mills are holding for Spring 
trade. Cedar siding is probably the 
firmest of all the markets here and 
mills have bookings for 30-45 days. 


Hemlock is unchanged except for 
No. 3 2x4 random which is down 
$2.50. Plywood has been cut 10% 
and is likely to go lower. 

All No. 2 grades of shingles are 
weak with both perfections and 
5X now selling for $5.00. Cali- 
fornia continues the most active 
market, particularly the Los An- 
geles area. 


Rains Fall 


in Tacoma Areas 


Advent of rain and a correspond- 
ing increase in the humidity ratio 
has materially reduced the forest 
fire hazard throughout southwest 
Washington. Although, so far, the 
rainfall has not been heavy enough 
to entirely eliminate the forest fire 
danger, it has been sufficient to per- 
mit a resumption of general logging 
operations. This is welcomed by 
most operators, because mills in 
many instances have been breaking 
into log reserves to maintain pro- 
duction schedules, a situation that 
is unusual so early in the Fall. 

Despite the unusually high forest 
fire hazard that has _ prevailed 
throughout this area during the 
Summer and Fall, the number of 
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Upstairs, Downstairs 
and on the first floor, too... 


MASONITE PRESDWOOD 


Does a lot of jobs... 
better! 

















There isn’t a room in a house in a block in your 
town that won’t be a better room for having 
Masonite Presdwood” in it. 

There’s a right type and right 

thickness for every job. For example: 











Po |e Bal 


gy Standard Presdwood or Panelwood : ht x 
i aril 


for bedrooms, dining rooms, living rooms... 


wherever they need large, smooth | | 
panels for walls and ceilings. A 








ray = 
RY tai ee 
Doon Me 


© Leatherwood (with its rich-looking surface 
that simulates Spanish-grain leather) for dens, 
playrooms, wainscots, other places where 

a special effect is indicated. 





3] Tempered Presdwood (or Tempered Duolux 
—smooth both sides) for partitions, cabinets, 
built-ins, work surfaces... any place subject 

to hard usage or to extremes in humidity. 











4) Temprtile® (large panels scored in 
attractive tile-like pattern) for utility 
rooms, bathrooms, kitchens. Score lines 
often painted in contrasting colors. 





Practical? Your carpenter customers know 
how readily these all-wood panels work up. And an ott BS ee ITE ® 
how handsome they look after a treatment with 
the paint brush. And how they can be bent CORPORATION 
to form sweeping (and intriguing) curves. SE EE: SO Tey ey eee ee 


“Masonite” signifies that Masonite Corporation is the source of the product 


Talk up the 23 types and thicknesses of Masonite 
Presdwood. There’s real profitin’em! BETTER HARDBOARDS FOR BETTER PRODUCTS 
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serious fires has been negligible. 
State forestry officials estimate that 
only slightly more than 2% of the 
total number of fires were caused 
by logging operations. 

Although demand for better 
grade items for the most part has 
been holding up in the Tacoma 
area, both buyers and sellers are 
proceeding with caution. There ap- 
pears to be no assurance as to how 
long this condition will continue. 
The general attitude is one of 
watchful waiting, with most trans- 
actions being confined to those of 
an immediate nature. 


Sales Improve 
at Kansas City 


The lag in lumber sales was of 
a temporary nature and volume 
picked up appreciably about the 
middle of October, according to 
reports from some of the larger 
mills in the district with head- 
quarters at Kansas City. 

Lumber officials point to the 
heavy awards of contracts this 
year and that many jobs are just 
getting underway. The latest com- 
pilation, issued by the Federal Re- 
serve bank of Kansas City, shows 





Nahi Plywood Service |= 
gives ALL 
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1 Widest Selection in the Middle West 











nis narnia esis 


2 Uniform Quality in All Grades 
3 24-hour Shipping Service 


PLYWOOD PANELS — over 50 species 
Fir, Pine, Gum, Birch, Oak, Walnut, Maple, Mahogany, Limba, African 
Cherry, Prima Vera, Redwood, Philippine. All sizes up to 48”x192” — 


all thicknesses, 1/16” up. 
PLYWOOD SPECIALTIES... 


Plytex — wire-brushed decorative plywood 

Plypreg and Welchboard — Plastic surfaced plywood 

Die Blox — Superstrong, even-ply die stock 

P. V. Hardboard — Low cost wallboard, 4’ x 8’ 
Mouldings — Pine and Philippine Mahogany — 80 patterns 
Tileboards — Wal-lite, Satin-lite, Grani-lite 
Plyron — Hardboard faced Fir plywood 

Plyweave — embossed decorative plywood — Fir & Redwood 
GLUES, REZ wood sealers, INLAY PICTURES 


DOORS — House and Cabinet... 

Birch, Oak, Fir, Philippine Mahogany — over 80 sizes 
Cabinet doors, 3/4” Birch and Vertical Grain Fir 
PLASTIC DECORATIVE SHEETS... 


Consoweld and Parkwood Plastic—over 75 colors and designs, plus 
real wood veneers, wood pattern designs. 1/16” and 13/16” — for tables, 


sink tops, furniture etc. 









AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue e Chicago 22, Illinois 
ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 


Call AETNA for PLUS VALUE in PLYWOOD 
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that for the value of contracts 
awarded in seven Southwestern 
states in the first nine months 
were more than 20% greater than 
a year ago, both for residential 
and total of all industrial work. 

Awards in August were 157°, 
larger than a year ago and Sep- 
tember’s figures ran sharply ahead 
of a year ago also. Retail lumber 
yards in the country points report 
that farmers are buying heavy 
again, that repairs and moderniza- 
tion work are on a growing scale. 
Income for the wheat crop this 
year was a banner one and the corn 
crop also is a tremendous one. 

The buying has been a factor in 
sustaining prices of lumber, and 
most yellow pine items are at or 
near the posted ceilings. Even the 
depressed hardwood market has 
come to life in recent weeks and 
prices are substantially above their 
summer lows. 

Common lumber is in short sup- 
ply, especially No. 1 and No. 2 
6-inch and 8-inch boards, which 
are bringing close to $90. Dimen- 
sion stock is in good demand at 
ceiling prices. 


Markets Steady . 


at Baltimore 


The lumber market here is de- 
scribed as generally steady, with 
prospects of conditions remaining 
stable. Little fears are expressed 
at the moment concerning any turn 
due to the November election. 

3ut this is the time of year when 
yard operators look keenly at their 
inventory position. Not any report 
they are overstocked, and with the 
winter slackening coming on, it is 
not likely they will be. 

Quotations on nearby Southern 
pine are little changed, if any, in 
recent weeks, and the supply, it is 
said, is not abundant. 

Some have been receiving ship- 
ments of yellow pine from Hon- 
duras, much of it termed “good 
lumber,” and is being channeled 
into tank stock, dock construction 
and other uses. A boatload arrived 
this week at one yard, some of it 
being reported as 85% heart lum- 
ber, and some of heavier timbers 
rated as 100% heart lumber. 

An indication of the value of 
this imported lumber is shown in 
the $170 per M quotation at Bal- 
timore for 6x6s, $190 for 10x10s, 
$215 for 12x12s, and $230 for 14- 
inch stock. Of this, $68.50 is freight 
costs from Honduras via Panama, 
including trucking and riverboat- 
ing. 

Supplies of spruce and fir «are 
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considered ample, with prices un- 
changed or only very slightly from 
the last report. 


Nationally 


Lumber shipments of 490 mills 
reporting to the National Lumber 
Trade Barometer were 2.4% _ be- 
low production for the week end- 
ing October 25, 1952. In the same 
week new orders of these mills 
were 2% below production. Un- 
filled orders of the reporting mills 
amounted to 36%. of stocks. For 
the reporting softwood mills, un- 
filled orders were equivalent to 
20 days’ production at the current 
rate, and gross stocks were equiv- 
alent to 52 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
4.6% above production; orders were 
3.1% above production. 

Compared to the average corre- 
sponding week of 1935-1939, pro- 


duction of reporting mills was 
53.8% above; shipments were 
53.4% above; new orders were 
67.7% above. Compared to the 


corresponding week in 1951, pro- 
duction of reporting mills was 








Good 
ayree, 


management, most dealers 
is today’s most critical operat- 
ing problem. Recognizing this prob- 
lem, several associations are holding 
sjecial dealer clinics on the subject 
of management. 

wo such clinics sponsored by the 
Indiana and Tennessee associations 
have just ended. For a complete re- 
port of these clinics read “Manage- 
ment—the Dealers’ No. 1 Problem” in 
the Dee. 1st issue of American Lum- 
ber man. 

No dealer is too small to neglect 
thi problem of management. Joe Bon- 
field, who runs Bonfield Lumber & 
Supply in Hobbs, N. M., has only five 
employes, but he takes his manage- 
ment problems seriously. 

Kead his “Training Manual for Em- 
ployes,” another in a series of ex- 
clusive articles in AL&BPM—next is- 
Sue, 

Where can you make more sales— 
profitable sales in 1953? One answer 
will be found in “Dealers Prepare to 
Profit by Pickup in Commercial Con- 
Struction.” It’s a feature you won’t 
want to miss. 
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0.3% above; shipments were 0.9% 
below; and new orders were 2.9% 
above. 


Southern Pine 


Shipments of Southern Pine by 
the 135 mills reporting to the 
Southern Pine Association for the 
week ending October 25, 1952, to- 
talled 19,738,000 feet, 4.39% be- 
low production. Orders for the week 
ran to 21,063,000 feet, 1.72% be- 
low the three-year average. Unfilled 


orders totalled 55,459,000 feet, 
2.45% more than the previous 
week. 


Western Pine 


Production of Western Pine and 
Associated Woods by the 110 mills 
reporting to the Western Pine As- 
sociation for the week ending Oc- 
tober 25, 1952, totalled 78,326,000 
feet. This compares to 74,398,000 
feet a year ago. Shipments for the 
week ran to 70,639,000 feet, 9.8% 
below production. For the same 
week a year ago shipments were 
75,060,000 feet. Orders for the 
week were 69,266,000 feet, as com- 
pared to 71,887,000 feet a year ago. 
Unfilled orders at the week’s end 
totalled 192,831,000 feet. 





YOUR 
PROFITS « 





New! Hollywood Louvre Windows 
can hike your profits fast! They‘re 
new, and they have built-in 
superiorities that will be immedi- 
ately evident to your customers. 


%* Install with screwdriver, ver- 
tically or horizontally. 


% Maximum opening 4 inches, 
yet view is unobstructed. 


* Moisture tight, and locks open 
or closed in any position. 


% Both surfaces washable from 
inside of room. 


HOLLYWOOD LOUVRE WINDOWS, Inc. 


357 N. La Brea Ave., 





HOLLYWOOD 
LOUVRE WINDOWS 


will HIKE |] 





Los Angeles 36, Calif. 


from inside 


Modern lines add 
beauty to any home 


> Angle deflects rain; 
> permits ventilation 


Double controls; 
one section open, 
other closed 


" =. oe 





ing plan. 


HOLLYWOOD LOUVRE ‘WINDOWS, Inc. i 
357 N. La Brea Ave., Los Angeles 36 


Tell me about your working model tiploy 
and eopaconis territory. 


NAME 





STREET. 





CITY. 





STATE. 
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Wash both surfaces 





MAIL TODAY. Get the facts about 
our exclusive, proven merchandis- 
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Lumber Prices at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 


mately ten days before receipt of the magazine. 


Bold face listings denote 


market price changes since the last issue—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 





B&Btr. Cc D 

arr --.-155.00 150.00 105.00 
Flat Grain Flooring 

Se eexneewes -+--130.00 125.00 93.00 

Be stvnveseoves 155.00 150.00 105.00 
Drop Siding 

1x6 (Pat. #106).150.00 145.00 110.00 

1x6 (Pat. #116).155.00 145.00 105.00 
Celling 

, eerrereeer re 125.00 123.00 80.00 

errr re 115-125 120.00 80.00 
Boards and Shiplap and 2” (Green) 

1x6 1x8 1x10 1x12 

a: eee 67.00 70.00 68.00 75.00 

a 61.00 60.00 68.00 

> Beare 52.00 55.00 52.00 60.00 
No. 1 Dimension 

12’ 14’ 16’ 18’ 20’ 

2x 4 TS.00 TS8.00 79.00 78.00 78.00 

2x 6 76.00 76.00 76.00 79.00 77.00 

~~ § 74.00 74.00 74.00 76.00 76.00 

2x10 76.00 77.00 76.00 76.00 76.00 

2212 76.00 74.00 74.00 76.00 76.00 
No. 2 Dimension 

2x 4 68.00 68.00 71.00 70.00 70.00 

2x 6 69.00 66.00 70.00 68.00 72.00 

Ss § 69.00 69.00 69.00 69.00 68.00 

2x10 69.00 69.00 69.00 69.00 69.00 

2x12 69.00 69.00 69.00 69.00 69.00 
No. 3 Dimension R/L Only 

PT eS Fae ieee a tet Si Gite aia an aeons tae 51.00 

a Mace a ele oO a Re wid: eaten sie ace Geacate £8.00 

BUNS TE Skah oe aaa dh ehindse wah Ree hia Ke Bee $5.00 

I ae ca ahh aia Goat esd Gti gua ecanaincend 10.00 

OL) ES ee 38.00 

(Add 10-15 Set irs for dry lumber.) 

RED CEDAR SHINGLES 

Royals 

No. 1 24” 4/2 13.50 

No. 2 24” 4/2 8.00 

No. 3 24” 4/2 5.00 
Perfections 

No. 1 18” 5/2% 10.50-10.75 

No. 2 18” 5/2%4 5.00 

No. 3 18” 5/2% 4.25 
> oe ® 

No. 1 16” 5/2 9.00 

No. 2 i. 5/2 5.00 

No. 3 16” 5/2 4.25 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 16’ are: 


Beveled Siding, % Inch 
Clear —_— — 


%x4 inch ...... 80.00 75.00 50.00 
Tee ION wcceue 85.00 80.00 60.00 
4%x6 inch ...... 105.00 100.00 85.00 
Meee BGM .ccces 135.00 130.00 90.00 
Clear Bungalow Siding, % Inch 
2. @erereee 170.00 165.00 125.00 
2 190.00 185.00 145.00 
Ee SGD ccscwvees 195.00 190.00 150.00 

Finish B and Btr, S2 or 4S, 

6’ to 10’ or Rough 
ee A ee 240.00 
Se: VGvdneeeRineeeds cobs aces eee 240.00 
Ge Ata pgidetevesacnmardseacees 250.00 

Celling or Flooring, B and Btr, 9-16’ 

B&Btr. Cc D 
NE. (oo aaann warkete 105.00 100.00 90.00 
wale wen emanate 120.00 115.00 95.00 


Discount on mouldings 620’ -20’ odd 
lengths. 
Series 8,000 

Listing under 4.00—list plus 35 per 


cent. 
Listing 4.00 and over—list plus 35 
per cent. 


Clear Lattice, 5-16”, 6-16’ 

100 Lin. Ft. 
errr re ee rr ec 1.50 
Er re rere 1.76 


WESTERN PINES 


Ponderosa Pine 


6/4 RW 
Selects and 
2 or 48 4/4 RW 6/4 RW 8/4 RW 
C&Btr RL ...250.00 255.00 265.00 
Shop, S828 No. 1 No. 2 
2S re 135.00 110.00 
See Acocecnened~enmucwaas 135.00 110.00 
Commons, S2 or 4S 
2&Btr. No. 3 No. 4 
S'S We obeeers 118.00 78.00 64.00 
SEIS TA civcwcs 118.00 78.00 64.00 
Idaho White Pine 
Selects S2 or 48 
1x4 1x6 1x8 1x10 


C&Btr. RL 270.00 271.00 271.00 278.00 
D 








err 239.00 239.00 239.00 250.00 
Commons, S82 or 48S No. 1 No. 2 No. 3 
2 reer 157.50 146.00 118.00° 
SEES céieanwenicus 188.00 151.00 118.00 
Sugar Pine 
Selects 
S2 or 48 “re RY, a oped a/§ RW 
B&Btr. RL . 00 00 285.00 
CC SPP atte: 378. 00 280.00 
| a ares 235.00 245.00 245.00 
Shop, S82 No. 1 No. 2 No. 3 
Seemeeneees 157.00 125.00 85.00 
Oe wewteseenes 157.00 125.00 85.00 
OAK FLOORING 
Clear Pln 9§x2% #x1% %x2 %x1% 
White ..180.00 155.00 177.00 162.00 
Red -185.00 160.00 177.00 162.00 
Sel. Plain 
White ..160.00 135.00 167.00 152.00 
Red -168.00 140.00 167.00 152.00 
#1 Com. 
Pin White . 
& Red ..145.00 115.00 125.00 115.00 
2 Com. 
Pin White 
& Red .. 80.00 55.00 82.00 77.00 
#1 Com. 
& Btr 
ry ts, 
14%” . 100.00 75.00 97. 00 97.00 
SOUTHERN PINE 
Vertical Grain Flooring 
B&Btr. c D 
SRR ccscccccscesdeeee SERRE 166,00 
Flat Grain Flooring 
BRE ccccscccsces cde 356.08 1136.60 
BBS ccccccccccecdeeee THEE 140:00 
Drop Siding 
1x6 (Pat. #106).170.00 160.00 130.00 
1x6 (Pat. #116)'170.00 160.00 130.00 
Boards & Shiplap 
1x6 1x8 1x10 1x13 
No. 1 ...110.00 115.00 125.00 150.00 
No. 2 ... 85.00 87.00 87.00 90.00 
No. 3 ...70.00 75.00 75.00 80.00 
No, 1 Dimension 
2° 14’ 16’ 18’ 20’ 
2x 4 91.00 92.00 94.00 104.00 104.00 
2x 6 87.00 87.00 88.00 


2x 8 90.00 90.00 
2x10 100.00 101.00 101.00 109.00 112.00 
2x12 106.00 106.00 106.00 117.00 122.00 


No, 2 Dimension 


2x 4 84.00 85.00 87.00 97.00 97.00 
2x 6 80.00 81.00 82.00 91.00 93.00 
2x 8 80.00 81.00 82.00 91.00 93.00 
2x10 84.00 85.00 85.00 91.00 93.00 
2x12 84.00 85.00 85.00 91.00 93.00 
No. 3 Dimension ween om 
2x 4 61.00... . 
= 6 60.00 A 
2x 8 659.00 
2x10 59.00 
2x12 59.00 


REDWOOD 

Bevel Siding 
%x 4 V.G. Clear All Heart....... 90.00 
%x 6 V.G. Clear All Heart....... 117.00 
%*= 8 V.G. Clear All Heart........ 138.00 
Sx 6 V.G. Clear All Heart....... 117.00 
Sx 8 V.G. Clear All Heart....... 144.00 
54x10 V.G. Clear All Heart....... 153.00 
%=x 6 V.G. Clear All Heart....... 154.00 
%x 8 V.G. Clear All Heart....... 184.00 
% x10 V.G. Clear All Heart....... 207.00 
%x12 V.G. Clear All Heart....... 211.00 


Note: A grade V.G. Redwood Siding 


approx. $4.00 less for % and %®% in 
above sizes. $5.00 less for % inch in 
above sizes. 
Anzac Siding 
1x10 V.G. Clear All Heart......... 226.00 
ixiZ V.G. Clear All Heart........ 241.00 
Note: Deduct $8.00 for A Grade. 
Finish 

es 6 ABBY. BIGINE. «co ccccescces 120.00 
x $ AGBtr. BiGing.........ccsce 140.00 
Sx & AGM. BiGiNe.....ccccccce 165.00 
te) ee 155.00 
oS. Sa eee 165.00 
et Pee ee 195.00 
pet ae | ee eer 200.00 
a) SEE on: 4 Soe) oc oreceinw ecareca-suws gi 205.00 
TERE 1 I 4&6: eyo 0:ss0:916) a oeve le cleseraus 165.00 
GO MPO 6 <6 deiornere Cadccneseels 180.00 





WESTERN HEMLOCK 


Vertical Grain Flooring 
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2 bape ak Fe he NTT a x 


Line 1 
and p 


no: to 


tig! t 


B&Btr. Cc D 
SMe saviesvuceus 150.00 140.00 100.00 
Flat Grain Fiooring 
BOE cameweasivwace 135.00 125.00 93.00 
BEG seevecacwens 155.00 150.00 100.00 
Drop Siding 
1x6 (Pat. #10 145.00 135.00 105.00 
1x6 (Pat. erie 145.00 140.00 105. 00 § 
Ceiling 
EE ee 0 100.00 70.00 © 
i erasers 110- 120 105-115 90.00 | 
Boards and Shiplap and 
2” (Dry) 
1x6 1x8 1x10 1x12 
a re 80.00 82.00 82.00 82.008 
ee Berne 77.00 77.00 77.00 77.00 
a rere 64.00 66.00 66.00 66.06 
No. 1 Dimension 
12’ 14’ 16’ ey’ 20' 
2x 4 77.00 77.00 809.00 80.00 80.0 
2x 6 77.00 77.00 77.00 82.00 82.01 
2x 8 79.00 79.00 79.00 79.00 82.06 
2x10 77.00 79.00 77.00 77.00 82.0 
2x12 77.00 77.00 77.00 77.00 82.06 
No. 2 Dimension 
2x 4 76.00 76.00 78.00 77.00 77.0 
2x 6 75.00 76.00 76.00 77.00 77.0 
2x 8 73.00 73.00 72.00 72.00 73.00 
2x10 72.00 73.00 72.00 72.00 73.0 
2x12 70.00 70.00 70.00 70.00 70.0 
No. 3 Dimension R/L Only 
csr enti rae yA 
BE ia ahora orehararaselgie ore Wha acatevadeb oes 500 
a Ty wives tere! ia) eteraree dh Siler icg ara a ane Tee 4.0) 
PIN Scala fas Cirle eth Graiataiar tant haven Riera 53.0 
MI Gre. sod sd seca ay pies ies ce wo oe os ahaa 3.01 
ENGELMANN SPRUCE 
Boards and Shiplap 
(dry) 1x6 1x8 1x10 1x12 


No. 2&Btr...105.00 105.00 114.00 120.00 
No. 3&Btr... 75.00 80.00 84.00 35.0! 


No. 1 Dimension 
12’ 12° 16’ 18’ 20" 


2x 4 78.50 78.50 78.50 85.50 85. 

2x 6 76.00 76.00 76.00 80.00 30. 
2x 8 76.00 76.00 76.00 80.00 80.0 
2x10 76.00 76.00 76.00 83.00 83.0 
2x12 79.00 79.00 79.00 83.00 83.0 

No. 2 Dimension 

2x 4 73.00 73.00 73.00 73.00 73.0! 
2x 6 73.00 73.00 73.00 73. 00 73.00 
2x 8 73.00 73.00 73.00 73.00 73.0! 
2x10 73.00 73.00 73.00 73.00 73.0! 
2x12 73. 00 73.00 73.00 73.00 73.0! 


(Boards graded No. 1, 2, 3, at flat 
price; no price for straight ‘No. 2. Mills 


do not grade out No. 3 dimension <epa'} 








rately as in fir.) 


ts 
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D-P CAULKING COMPOUNDS 


\ 
BORER 


fo ane 
/ Ka a , 


2 
4 
= 
; 
i 
1 





Line up with quality and you're in line for quantity sales 
and profits! D-P Caulking Compounds are tops in quality 

won't bleed, stain or discolor masonry. Guaranteed 
no! to become hard or crack. Remain semi-plastic to assure 
fig it, permanent sealing! 


© D-P Gun Grade Caulking Compound 
® D-P Knife Grade Caulking Compound 
» D-P Spouted Caulking Cartridges (both fibre and metal) 
e D-P Caulking Guns (both wire bail and combination) 


Stock and display them for greater turnover...extra profits! 


Bui LDING Propucts MERCHANDISER 


Heres Why 


LEADING ARCHITECTS AND 


BUILDERS sam 
ENA JANE —= 


TET - Wee late, 
recommend 


Nt erli t ah | 


600 SERIES 


SLIDING 
ete) 
HARDWARE 





















Nterling 


HARDWARE 





‘Saves Time! Saves Money! 
Easy to Install and Adjust! 


USE STANDARD DOOR FRAME. No 
Oo special header construction 


5 GUIDE STRIPS eliminate trouble- 
needed. No grooving! 


some grooving of doors. Not 
visible from the outside. 


APRON CONCEALS HANGERS AND 
TRACK. May be painted if desir- 


Or GUIDES can be installed 
ed. No extra trim necessary. 


after doors are hung. Slotted 
screw holes permit easy ad- 
justment. 


ONLY ONE INCH HEADROOM RE- 
QUIRED. No need for extra 
headroom for hardware. 


NO TRACK ON THE FLOOR to 
catch dust and dirt . . . floor 
is clear and clean at all times. 


ADJUSTABLE HANGERS. Slotted 
screw holes make it easy to 
plumb door with jamb. 


DOOR STOP keeps flush pull on 
rear door always accessible. 
Fingers can’t get pinched. 


Write for Catalog on Sterling line of Sliding Door 
Hardware for wardrobes, pocket doors, side doors 
in home garages and other Sterling products. 


TtnallyAwited 


* See our Catalog in SWEET'S 
Architectural File 18d/ST and Builders’ File 4e/ST 


Vterli rng 


HARDWARE 











* Visit our Display at... 


The Architects Samples Corp., New York City Bete Homes 


STERLING HARDWARE MANUFACTURING co. 


2345 W. Nelson Street Chicago 18, Illinois 









MERCHANDISING CLINIC 


The Follow-Through Counts 


National advertising is intended to 
develop prospects or leads, and there 
is no doubt of its ability to do so. 
Unfortunately, that is all it does in 
many cases. No follow-through. 

Leads are not exactly popular with 
many dealers. “Too many false 
alarms.” Naturally there will always 
be the customary percentage of “pro- 
fessional” inquirers, elderly corre- 
spondents who have nothing else to 
do, school children and those who 
search constantly for something for 
nothing. 

Nevertheless and notwithstanding, 
this inescapable result should not dull 
the lumber dealer’s enthusiasm when 
he receives an envelope of leads from 
the advertiser. It is not wise, or good 
merchandising, to condemn all in- 
quiries simply because a sizeable per- 
centage of them may come from in- 
quirers who cannot be classified prop- 
erly as “good prospects.” 


... One good sale from a hun- 
dred inquiries is well worth 
screening the entire number. 


Smoke Signals 


Any specialty salesman would ten 
times rather call on an inquirer than 
to walk in cold. Some evidence of 
interest is all that it takes to put him 
on his toes. His approach is different 
and his entire sales presentation on a 
much higher plane. He does a much 
better selling job on inquirers than is 
otherwise the case. Give a specialty 
salesman enough inquiries and you’ll 
make him happy and prosperous. 


. . . It takes only a touch of 
added confidence to tilt the bal- 
ance in favor of the salesman. 


Gold in Them Thar Hills 


The receptive or analytical lumber 
dealer invariably can find something 
of value in a handful of inquiries. It 
is doubtful whether a dozen people 
from any community ever took the 
trouble to ask for information about 
a product without some of them being 
worthy of following up. They simply 
do not all write out of curiosity or 
merely for the fun of it. Some have 
other motives for going to the trouble. 
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It is up to the lumber dealer to dig 
deep enough to find out the reason 
for their interest. 


... Any sign of interest should 
always be followed up vigor- 
ously by the lumber dealer. 


"All Receive Attention" 


’ 


“We welcome all inquiries,” said a 
lumber dealer recently when we ques- 
tioned him on the subject. “As soon 
as they arrive, we sort them out care- 


fully. Some come from people we 
know. Others from strangers. Kids, 
too. ALL RECEIVE ATTENTION. 


In the event we know the inquirer, 
we contact him immediately ... either 
in person or by phone. Often we do 
not tell him we have received his 
inquiry, but merely that we under- 
stand he is interested. Sometimes we 
don’t even do that, as we have found 
that inquirers often resent the fact 
that the advertiser has tipped us off. 
So we go at it more indirectly and 
usually with more satisfactory re- 
sults. Makes prospects feel much bet- 
ter than if we walk in on them with 
a signed statement revealing their 
interest.” 


. . . Many buyers like to start 
from scratch and be sold rather 
than admit they are interested. 


The Unknown Inquirer 


“When we don’t know the inquirer 
and he is not readily available, we 
use different approaches,” said the 
same dealer. “In some cases,- we 
merely follow through with the ad- 
vertiser’s literature bearing our im- 
print. This establishes our identity as 
the local source of supply and opens 
the way for the inquirer to get in 
touch with us. If he doesn’t come in, 
we then try to make a direct contact 
within a few days.” 


... It’s the part of wisdom to 
get acquainted with tomorrow’s 
customers as early as possible. 


Turning Kids into 
Customers 


Instead of being annoyed with “kid 
inquiries” this particular dealer likes 
to get them. 

“The more the merrier” is his ver- 
sion. “We don’t expect to make any 
immediate sales as the result of such 


inquiries. We follow them up care- 
fully, simply for the reason that it 
gives us an opportunity to get ac- 
quainted early with tomorrow’s cus- 
tomers. When we find such names on 
inquiries, we send a postcard which 
invites them to come to the lumber 
yard for additional information. We 
tell them we are glad to learn of their 
interest in the product and ask them 
to drop in and get acquainted, even 
though they may not be in the market 
immediately. We phrase our reply so 
that they know we do not expect 
to make an immediate sale. Frequent- 
ly we ask them to bring our reply 
with them, and that it entitles them 
to something free usually an 
inexpensive gadget of some_ kind. 
When they appear, we treat them 
like grownups. We tell them about 
the product. Show them around the 
yard. Invite them to come again. We 
want them to know all about us when 
they grow up. You’ll be surprised at 
how many of them come in response 
to these invitations and keep 
right on coming, every now and then, 
down through the years, until finally 
they become good customers. 


. - - The earlier you make a 
friend, the sooner you have a 
customer. 


Unsalaried Salesmen 


Lumber dealers who are always 
doing something for the kids are cul- 
tivating customers for tomorrow. It 
is impossible to start too early to 
make friends. In the meantime, they'll 
be boosters for the yard as they are 
growing up. Inquiries which they 
direct to advertisers provide an ex- 
cellent method of making contacts 
that pay off big in the long run. 


. . Nothing like having kids 
boosting for you. 


Good Sign 


Remember the old-time lumber 
dealer who used to chase the kids out 
of his lumber yard and make them 
enemies for life? 

“The same principle applies to the 
handling of inquiries,” says the dealer. 
“Early interest in the things we sell 
is a good sign. To resent such interest 
is a good deal like the dealer of for- 
mer years who didn’t like to have 
kids around the yard. They soon came 
to know it and pestered the life out 
of him. On the other hand, if he 


capitalized on their interest, he not | 7 





chi 





only made friends of them, but turned — 


them eventually into customers.” 
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What's YOUR Answer? 


Test your product knowledge as 
well as your knowledge of what other 
dealers are doing by taking this quiz. 

Rate yourself 12 points for each 
correct answer. 100-90%—excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 


1. What percent of volume in- 
crease did Bob Ebenreiter get after 
converting to mechanical handling? 


2. What dealer is doing a good 
job of promoting the “Do-It-Your- 
self” Kit? 
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3. No love is lost on sticking 
windows, but what advertiser 
claims to have eliminated this prob- 
lem with his lift-out unit? 


4. What casement hardware, ac- 
cording to the advertiser, opens 
more windows than any other line? 


5. What are the three C’s that 
every credit manager must know? 


6. If you have a yen for thinning 
out tree tracts, the insurance com- 
panies may be interested in you to 
such an extent that they will do 
what? 


7. What new wall and floor tile, 
ccording to its advertiser, earns 
ofits without adding to inven- 
tory? 


. ‘8. What Alabama advertiser says 
tls hardwood product is first in 
flooring? 


Do. What association is advertis- 
ing thru species promotion the idea 
that a certain wood window will 
bring dollars your way? 


10. The biggest campaign in 
screencloth history, is now under 
way, according to what advertiser? 


(Answers on Page 116) 
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WHAT’S NEW 





Products .... Sales Aids .... Literature 





New Mall 2MG Chain Saw 


The new 5HP, 29 lb. Mall 2MG 
chain saw—claimed to be the ulti- 
mate in chain saw power per pound, 
boasts eight new features. It is 
completely die cast—cutting weight 
toa minimum. An automatic chain, 
sprocket and bar oiler insures con- 
stant cutting lubrication. The new 
one-hand rewind starter, finger-tip 
power control, automatic, clutch, 
360° bar indexing feature and fool- 
proof safety stop button, all add 
to greater efficiency and easier han- 
dling. The Mall 2MG engine has 
an all position float-type carburetor, 
dust and rain-proof magneto and 
utilizes every ounce of combustible 
energy from the gasoline. It has 
sleek chrome-plated fittings. Write 
Mall Tool Company, Dept. AL, 7740 
South Chicago Ave., Chicago 19, 
Ill. 








Robemaster Clothes Hook 


With the Robemaster clothes 
hook, Continental Hardware Co., 
features a unique fastener for 
the wall which can be instantly 
removed for cleaning, painting or 
decorating, yet leaves no screws 
showing. Simply insert two fur- 
nished screws in the wall, then 
slide smart Robemaster hook over 
the screw heads, thereby conceal- 
ing them. The tighter you turn 
the screws, the more securely the 
hook holds. Yet the hook is easily 
removed; just pull it up and off. 
Housewives like this. Robemas- 





ter’s double robe hook is made 
from hard, triple-plated chrome 
finish on a zine die casting, assur- 
ing lasting beauty. This beautiful 
clothes hook is ideal for offices, 
restaurants, homes, apartments, 
etc. The hook is attractively 
priced for quick turnover and 
profits. For further details write 
the Continental Hardware Co., 


Dept. AL, 539 Overbrook, 8S. E., 
Grand Rapids 7, Mich. 





Wide-Angle Door Viewer 


This one-way door viewer allows 
a full-view observation of anyone 
on the opposite side of the door. 
Made completely of plastic, the new 
imported viewer fits easily into any 
door up to two inches thick. It is 
held with two screws, and is 144 
inches in diameter. It has a shat- 
terproof lens, especially designed to 
provide magnified and extra-wide 
angle vision. The viewer is espe- 
cially suitable for door installation 
where unobserved outside observa- 
tion is desired prior to opening the 
door, and for use in the nursery 
where children may be observed 
either sleeping or at play, without 
the inconvenience of opening the 
door. Write Sales Associates, Dept. 
AL, 11 Hill St., Newark, N. Y. 





New Vanitory 


Bilt-Rite Corporation, New York 
fabricators of kitchen and bath- 


room Formica accessories and 
equipment have just introduced 
97 





a functional low-cost bathroom 
vanitory. Called the “Compact 
Vanitory,” the unit is offered 


through dealers in a wide variety 
of Formica top and splash surface 
patterns and colors. The new van- 
itory is 31144” high by 23’deep 
with a wide black Formica edge 
and is being supplied in 36”, 42” 
and 48” lengths. 

This attractive unit is available 
with an unusual concealed utility 
compartment with a hinged mir- 
rored door that lifts out of the 
surface in the 42” and 48” models 
instead of a standard drawer. The 
“Compact Vanitory” is furnished 





complete with sink bowl, triple 
plated chrome fittings and legs. 
Write Bilt-Rite Linoleum Prod- 


ucts, Ine., Dept. AL, 511 Whit- 
tier St., New York 59, N.Y. 


New Line of Attic Fans 


Victor Ventilator Company re- 
cently introduced a new line of attic 
fans comprising three models: 30”, 
36” and 42”. Each one can be 
mounted either vertically or hori- 
zontally. The fans have rubber- 
cushioned mounts built into the fan 
for noise and vibration free instal- 


Be a mill purchaser! Make up 
to 25% MORE PROFIT with 


each 
sale! 


UNITED Garage Door 





With the UNITED Plan you get the highest quality 
garage doors available—at bed-rock, direct-from-factory 


prices! 


No middleman, no extra handling. And each 


UNITED door is guaranteed in writing for complete 
satisfaction—they’re made of finest select kiln-dried Western Fir. 


Aiso you order only what you need. Order wood sections complete 
with hardware—order wood sections only—order hardware only. For 
full profitable details, inquire today! 


9 Sales-Tested Styles. 
Top: 4 Panel Door 
Right: 6 Panel Door 


Our sincere thanks to the many dealers whose 
orders and reorders have made the outstanding 
success of the new UNITED Plan possible. 


United PRODUCTS COMPANY 


900 N. 43rd St. 
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Overhead Door Division 


Milwaukee 8, Wis. 


lation, and all fans are coated on 
the inside except for the motor, pro- 
peller and blades with Sound Dead- 
ener. A complete line of Automatic 
Ceiling Shutters is offered with the 
new fan line. To provide greater 
flexibility in installation these are 
not made a part of the fan unit 
itself; varying shutter widths are 
offered with each model of fan to 
accommodate varying wall widths. 
Write The Victor Ventilator Com- 
pany, Dept. AL, 320 S. Wayne Ave, 
Lockland, Cincinnati 15, Ohio. 


LL PAPERING IS A HOBBY WITH AN. 













SR RRR BR RRR Ree Sos Ragelgatay 


EMPIRE 


WALL PAPERING KIT 


Wall Papering Kit 


This wallpapering kit for ama- 
teurs features a paste brush and a 
smoothing brush with brush fibers 
made of extraordinarily long-wear- 
ing Bakelite styrene plastic mono- 
filament. Easy to clean in luke- 
warm water, the brushes are like 
new when dry. Hung at a conveni- 
ent point, the sturdy paperboard kit 
holds the brushes and other wall- 
papering tools ready to grasp. Sim- 
ple, illustrated wallpaper hanging 
instructions are printed on the 
board, which is specially finished 
to hold the brushes when moist. 
Included in the kit are the paste 
brush and smoothing brush, a seam 
roller, a scraper, a casing wheel for 
cutting and trimming paper, a 
plumb bob to help hang paper 
straight, chalk for chalking the 
plumb line, and a sponge for clean- 
ing paste spots. In addition to the 
kit, only a worktable, a platform, 
and paste—commercial or home- 
made—are needed for hanging 
wallpaper. Write Empire Brushes, 
Inc., Dept. AL, Port Chester, N. Y. 


Available in Flat Panels 


Alsynite, a translucent plastic 
sheeting, is now available in flat 
panels. The colored Alsynite panels 
transmit light freely but are not 
transparent. They are made Dy 
combining resins and glass fibers, 
under heat and pressure, into 
sheets of great strength, attrac- 
tiveness and permanence. Ease of 
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| A Quality Line — Competitively Priced! 





STENMAN 


BUILDERS’ HARDWARE 








You sell top quality 
when you stock the 
Gensco Stenman 
line of shelf and 
builders’ hardware. 
» They’re made 
from the finest ma- 
terials by one of the 
oldest and most ex- 
perienced manufac- 
turers in the world. 

Stock this com- 
petitively priced 
hardware line — 
have the items cus- 
tomers want at the 
right price—and 
watch your volume 
soar. 

Complete line of 
ball and plain bear- 
ing, loose pin, ball 
or button tip butts 
in all popular sizes 
and finishes. 





Barrel Bolts 





Cellar Window Bolts 


Butt Hinges 









Shelf Bracket 





GENSCO CROWN BRAND 
WOOD SCREWS 


Complete range of 
sizes in flat, round 
and oval head— 
brass, bright steel 


or blued finish. —* Cabinet a 


| 





WRITE FOR LITERATURE WRITE FOR PRICES 


™ GENSCO TOOL DIVISION 





GENERAL STEEL WAREHOUSE CO., INC. 
1812 North Kostner Avenue e Chicago 39, Illinois 
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Nearly Two Acres of MFMA 


NORTHERN 
HARD 





This fine, ultra-modern ware- 
house with 80,000 square feet of 
MFMA Third Grade Northern 
Hard Maple flooring offers eyesight- 
proof that there’s real volume business in 
the lower-cost grades of “‘the finest floor 
that grows.’’ MFMA Second and Third 
Grades make sound, full-strength, full- 
wear floors . . . heavy-duty floors. (This 
one pictured, is 25/32’ x 214’’ maple 
over 214"’x 6’’ t & g sub-flooring, carries 
a load-rating of 200 lbs. per sq. ft.) 
Write for “‘Thrifty Third’’ folder, and 
contact your favorite mill for latest quo- 
tations on MFMA-graded flooring. 


See Sweet's 
Arch. (13K-MA) 


MAPLE FLOORING MANUFACTURERS ASSOCIATION 


Suite 584, Pure Oil Bldg., 35 E. Wacker Drive 
CHICAGO 1, ILLINOIS 
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MODERN PLYWOOD MILL 
A Source of Dependable 


BRAUND BIRCH 
PLYWOOD 


STOCK PANELS 
Grades A-A, A-l, A-2, A-3, 1-1, 
1-2, 1-3, 2-2, 2-3, 3-3. All thick- 
nesses: 14” to 34”. Complete stock 
sizes. 


BIRCH DOOR PANELS 
Grades available: A-3, 1-3, 2-3, 
3-3, in 1%” and 3%”. All panels are 
3-ply. 

All Birch plywood meets Bureau of 
Standards specifications. 


BIRCH VENEER 
Rotary and Sliced Cut Face Ve- 
neer. Standard Thicknesses, 
Lengths 30” to 100”. Backs, Cross 
Banding and No. 1 Sheet Stock. 


L. C. L. or CAR 
SHIPMENTS 


also available from our new 


DETROIT WAREHOUSE 


including 


DOOR PANELS 


birch and gum )¥ and %%. 


STOCK PANELS 


birch and gum, all sizes 


SHEATHING 


fir and gum, all sizes 
Specify your Requirements 


W.R.BRAUND 





Company 


Room 214 Wabeek Building 
280 West Maple Avenue 
Birmingham, Michigan 
Telephone— Midwest 4-3450-51-52-53 
Birmingham TWX 500 fe, 
Detroit Warehouse— 
Tel. TY 4-4095 
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installation (Alsynite can be cut 
with a saw or shears and fastened 
with nails, bolts, serews or mastic) 
and shatter-proof qualities are 
said to be prime advantages of 
Alsynite. While it is extremely 
light, weighing only about 8 ounces 
a square foot, Alsynite has high 
impact and load strength, far ex- 
ceeding all building code require- 
ments. The product is in demand 
for daylighting of industrial struc- 
tures, for skylighting and _ side- 
lighting generally, for modern 
store fronts and lobby panels, for 
many decorative and_ structural 
uses in residences and for green- 
houses. Write Alsynite Company 


of America, Dept. AL, 4670 De Soto 
St., San Diego, Calif. 








New Curtis Kitchens 


The new Curtis kitchens are said 
to embody a high standard of con- 
venience involving the minimum of 
stooping and stretching on the part 
of the housewife. Sliding trays, for 
example, are provided for all ordi- 
nary-size kitchen utensils, bring- 
ing ordinarily inaccessible space 
within easy reach. Another new 
feature of the cabinets is the “Lazy 
Susan” revolving shelves in base 
and wall corner units. Vertical fil- 
ing storage space has been provided 
for trays, plates, platters and sim- 
ilar equipment. In addition, swing 
shelves and spin shelves in wall and 
base square cornered units make 
this entire storage area available. A 
hanging pan unit provides vertical 
filing of utensils in a small area. 
The factory-built Curtis kitchens 
are completely assembled for quick, 
economical installation. Units are 
bored for proper alignment. Pre- 
assembled matching filler strips and 
newly-designed Curtis chromium- 
plated hardware are furnished with 
the units, which are carton packed 
for clean, unmarred delivery. Write 
Curtis Companies, Incorporated, 
Dept. AL, Clinton, Iowa. 


New Electric Handyman Shop 


The Stanley Handyman Shop, de- 
scribed as a totally new conception 
in power tool construction, will be 
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introduced this fall by Stanley Elec- 
tric Tools, a division of The Stanley 
Works. . Without any belt conver- 
sion, the unit saws, grinds, sands, 
polishes, wire brushes, sharpens 
tools, cutlery, and provides a power 
takeoff. It is compactly designed, 
only 16” x 15”, has built-in 4 h.p. 
motor. Safety features include key 
switch, saw and grinding wheel 
guards, etc. Accessories which sup- 
plement the basic unit described 
above are drill set, flexible power 
shaft, jointer-shaper kit, selection 
of 6 cutters, sanding table, buffing 
wheel with rouges, and mounting 
stand for the unit. Prices of acces- 
sories are in line with low cost of 
basic unit. 

Promotion on the new Handyman 
Shop will be kicked off November 
15 with an advertisement in the 
Saturday Evening Post. Streamer, 





taeda ida 





display suggestions, publicity hints, Ff 
local advertising mats, and direct © 


mail helps are available. 
Stanley Electric Tools, Dept. AL, 
New Britain, Conn. 





New Boring Set 


Holes from %” to 1” diameter 
through 27 feet of joists or stud- 
ding, or 56” through solid wood can 
now be bored with a 14” electric 
drill using a new boring set and ex- 
tensions. The set consists of a 51” 
steel shaft, four tempered, blue 
spring steel blades, precision ground 
after heat treating, sizes 1”, 43”, 
34”, %” all packaged in a handy 
vest pocket wooden box. An allen 
wrench included with the set per- 
mits easy blade changing without 


removing the shaft from the elec: | 


Write | 





Bites Gime.’ « 


tric drill. The steel blades are de © 











PROFIT 


FROM 
ROLLING DOOR 
HARDWARE, WITH 








AND THE NATION’S 
NO. 1 SELLING AID! 





The No. 600 
Demonstrator 

Is A Complete 
Department 

That Displays, 
Stocks, And Sells 
Residential 
Rolling Door 
Hardware 








FOR FURTHER INFORMATION, SEE 
YOUR JOBBER OR WRITE TO: 


WASHINGTON STEEL PRODUCTS, INC. 


1940 East 11th Street, Tacoma 2, Washington 
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You'll Sell More 


Quality Sink Top Installations 
When You FEATURE eee 








100% SANITARY -EASILY INSTALLED 
100% WATERTIGHT - COMPLETELY 
SELF-SEALING 





You sell more because you have more to offer. Your cus- 
tomers will appreciate HUDEE'S watertight and sanitary 
features and you can confidently guarantee a perfect 
sink-top installation every time. Use HUDEE features as 
a leader in your sales of sink cabinets, sink tops and com- 
plete kitchen remodeling jobs and profit 'ALL-WAYS." 


Cross-section shows how the sink top 
covering, sink frame, and sink bowl 
are efficiently combined to make a 
self-sealing unit, Interlocking lug and 
frame serve as sink hanger. Tighten- 
ing screw forces bowl securely under 
the inside flange of frame and pulls 
outside flange tightly over the sink 
top covering. 





DISTRIBUTORS IN ALL TRADING AREAS 


For complete details see Sweets Architectural File, No. 24b-SE 
or write today to 


Wilbizs ES2bR anh be: 


MANUFACTURERS AND DISTRIBUTORS 
225 WEST HUBBARD ST. ° CHICAGO 10, ILLINOIS 
IN CANADA— WALTER E. SELCK AND CO. LTD. — TORONTO 
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signed so that the point has a front 
rake which also permits power drill- 
ing of holes in low melting point 
plastics. Official tests at the Shop 
laboratories of the University of 
Illinois show that the Time Saver 
bit takes 14 to % less horsepower 
due to this new front rake design. 
Another feature is that Time Saver 
extensions in 6” or 12” lengths can 
be joined together to permit drill- 
ing through studding, floor joists, 
rafters . . . anywhere holes of ex- 
treme depth are required. Write 
Time Saver Tools, Inc., Dept. AL, 
Mundelein, IIl. 


New Disston Bow Saw 

A number of the most popular 
new developments in chain saw 
design are offered for the first time 
in one tool, a free-flow bow saw. 
The combination of the features in 
a nine-horsepower unit with a 25- 
inch bite is another long stride 
forward in easing the labor of saw- 
ing, John H. Dingee, sales man- 
ager of the Disston’s Power Tool 
Division, said. The free-flow fea- 
ture speeds up cutting and reduces 
friction at the same time. Other 
features simplify maintenance and 
make it possible to buck close-lying 
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Imagine unl 


1500 bf. of flooring 
at atime! 








HARE 


- PALLETIZED © 
FLOORING | 





That’s exactly what you can do when you buy your oak flooring 


in HARCO Palletized Units. 


Actually, with a fork lift, you save up to 20 man hours of labor 


Mnloading a 22,000 foot car. 


You cut time and labor on your 


warehousing . . . Get more flooring in less storage space. For easy 
inventory, each unit has tally of contents attached. 


With HARCO Palletized Units your entire flooring operation is 


simplified. More efficient! 


More profitable! 


. Many dealers now buy HARCO Units and effect real economies 
using hand lift pallet trucks. Either way, fork or hand lift, HARCO 
Palletized Units will build flooring profits for you! 


HARCO Brand oak flooring is manufactured in one of America’s 
most modern mills from choice Appalachian region timber . . . it 
is NOFMA grade-marked and features precise machine work and 
perfect matching. Available, of course, in loose bundles if desired. 





ALCOA , 


EACH-MAY-WILSON, INC. 


TEN N 


eS 5 £ £ 
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logs without the added work of first 
moving them. The new saw cuts 
at the rate of better than one inch 
a second on 17-inch seasoned Beech 
logs. Field tests were made through- 
out the United States for a year 
before Disston engineers approved 
the model. Write Henry Disston & 
Sons, Inc., Dept. AL, 425 Tacony, 
Philadelphia 35, Pa. 





Black Beauty — 


The new portable workhorses 
with leg-locking arrangement ... 
they are rigid, lightweight, quickly 
assembled and disassembled. The 
special locking arrangement holds 
the rubber-tipped steel legs in a 
firm position . . . the legs cannot 
drop out. They are table high and 
30” wide, compactly cartoned with 
two horses to a set. Write Black 
Beauty Industries, Inc., Dept. AL, 
97-14 95th Ave., Ozone Park 16, 
ae * s 





Sani-Tub Sealing Strip 


Sani Tub-Seal, a white viny] plas- 
tic sealing strip, enables anyone to 
form quickly and easily, a neat 
waterproof seal where the wal! 
and bathtub meet. Moreover, it 
creates a smart appearance, elimi- 
nates wall erosion, permits full use 
of the bathtub shower and pro- 
motes sanitation. Also it is not af- 
fected by soap or bathroom clean- 
ing materials. Sani Tub-Seal kit is 
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WEST COAST 
UPLAND HEMLOCK 


® 
DOUGLAS FIR 






READY TO SHIP — WHEREVER YOU ARE 


One of the 14 cars of Oregon-American quality lumber shipped daily 
from this loading dock is headed near you. That’s because O-A’s old- 
growth Douglas Fir and West Coast Upland Hemlock are recognized by 
buyers in all parts of the country for their fine quality and manufacture. 
These buyers know O-A’s complete, modern facilities and choice timber 
make for consistently high grade lumber products. 








Let Oregon-American route one of these cars to you. You'll find O-A lum- 
ber fills all your requirements. Straight or mixed cars to suit your needs. 


Try some of our high quality 


KILN DRIED OLD-GROWTH DOUGLAS FIR 
Flooring, Dimension, Boards, etc. 300,000 feet daily. 





J. NEILS LUMBER 
COMPANY 





Since 1895 


Manufacturers of Highest Quality 





Forest Products Place your lumber needs with a proven, dependable source. 

W. T. Ferguson’s 59 years’ experience—and the complete 

facilities and prompt service offered by 17 mills—assure 

IDAHO WHITE PINE you top quality products every time. It will pay you to 


investigate Ferguson value and “know how.” Call, write 


PONDEROSA PINE - DOUGLAS FIR iit 
LARCH ¢ ENGELMANN SPRUCE Rarememe ‘v1 FERGUSON 


HARDWOODS 
eEST COAST Webbe en eat Be 


MILLS: Libby and Troy, Montana; Klickitat, Washington WOODS St: Leath, Missonct 
SALES OFFICES: New York, Chicago, Minneapolis 











Phone—Chestnut. 8646 
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in the form of an attractive card- 
board box 714”x44%%"x%¥” and con- 
sists of 15 feet of sealing strip 
(sufficient for the average home 
bathtub) together with a special 
Sani Tub-Seal cement in a handy 
applicator tube. Complete easy-to- 
follow instructions are included in 
each kit. The cement is applied to 
the wall-tub joint as well as both 
flanges of the sealing strip. The 
strip is then pressed into place with 
the fingertips. Write Cass Prod- 
ucts Co., Dept. AL, 6127 N. Cicero 
Ave., Chicago 30, IIl. 


Film Guide 


The new descriptive catalog of 
films dealing with nine phases of 
industrial relations has been an- 
nounced by Film Research Associ- 
ates. This 74-page “Film Guide 
on Industrial Relations” provide_ 
complete details on 339 motion piv- 
tures and slidefilms selected frou 
77 indicated sources. Films are 
classified under General Human 
Relations, Supervisory Training, 
Leadership Development, Employe 
Relations, Selection and Placement, 
Health and Safety, Communica- 
tions, Labor Organizations, and 
Public and Community Relations. 
Among the films described, many 





























mln ( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 











Most dealers report: (4 
“Our sales of Dur- \a 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What’s more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chip off. Durham’s Rock-Har 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans tocase. Keep some of each on dis- 
we . Available in 25, 50, 100-lb. drums for. 
ndustrial users. Order from your jobber. 


The PLASTIC Repair Material 






DONALD 
DURHAM 
COMPANY 
‘@ Des Moines 4 
\_4 lowa 















in POWDER Form 


of which are available free, are 
such outstanding productions as 
McGraw-Hill’s new Industrial Or- 
ganization and Management series, 
General Electric’s The Inner Man 
Steps Out, which illustrates how 
one industrial supervisor gained 
insight into his own human rela- 
tions problem, Dale Carnegie’s 
provocative How to Make People 
Want to Cooperate, and the Stude- 
baker industrial relations story en- 
titled, Partnership in Faith. This 
Guide (Staff Service Bulletin No. 
17) is available at $3 per copy from 
Film Research Associates, Dept. 
AL, 150 East 52nd St., New York 
22, N. Y. 





Yardlift-150 Improvements 


Principal features of the im- 
proved Yardlift-150, pneumatic- 
tired fork-lift truck of 15,000-lb. 
capacity, announced by Clark 
Equipment Company, are increased 
horsepower, lighter weight and bet- 
ter hydraulic steering. A new 
power plant develops more horse- 
power at fewer rpm—an improve- 
ment in efficiency resulting in more 
work, less wear and longer engine 
life. Weight reduction of 2300 
pounds provides increased flotation. 
Improved hydraulic steering makes 
operation easier for the driver. In 
the event of motor stoppage, steer- 
ing can be accomplished mechan- 
ically. A separate hydraulic sys- 
tem is used for the power steering. 
Also, a pivoted-type steering axle is 
standard on the new Yardlift-150, 
permitting constant wheel contact 
during travel over uneven surfaces. 
New fork bars are narrowed ver- 
tically to help increase the driver’s 
vision. For literature write Clark 
Equipment Company, Industrial 
Truck Division AL, Battle Creek, 
Mich, 


Boss Wyteface 


A new Keuffel & Esser steel 
measuring tape called “Boss Wyte- 
face,” is priced for volume sales. 
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It has the same well-known Wyte- 
face tape lines as in the higher 
priced tapes—black markings on a 
white background with the foot 
markings in red. The “Boss Wyte- 
face” features a wide sweeping 
reel-like winding handle with less 
friction and notched finger grips, 
convenient for working in all- 
weather conditions,, around the 
edge of the sturdy all-metal case. 


Write Keuffel & Esser Co., Dept. — 


AL, Hoboken, N. J. 
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New Glomaster Infra-Red 


The manufacturer of the new 
Glomaster infra-red, recessed wall 
heater claims many advantages 
over the old wire coil type of elec- 
tric heater. Glomaster heating ele 
ment of sintered carbide compound, 
formed in a straight rod of sub- 
stantial diameter, will not burn out, 
is not affected by splashed water, 
and will not corrode. This new 
heating element, with the polished 
reflector, heats by radiated infra- 





red rays and thus eliminates some |” 


of the objectionable cold spots at- 





motte itll Va 





tributed to the older types. Safety © 
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features are stressed: Heating ele- 
ment is non-metallic and will not 
transmit shock. Wire grille remains 
at a safe temperature and will not 
burn bare skin if touched. Easy 
to install, the rough-in box mounts 
flush with flanges against the wall, 
has two knock-outs in the bottom, 
and no extra pull box is required. 
Fits between studding spaced 14 
inches, in a 334” wall. Write Pryne 
- Daal Dept. AL, Pomona, 
Calif. 





Kitchen Kaddie 


_ The new plastic “Kitchen Kaddie” 
is ideal’ as a temporary container 
for table scraps. After each meal, 
it can be emptied in the outside 
garbage container, and then rinsed 
with hot water. The smooth plas- 
tic cleans easily and does not re- 
tain food odors. The stainless han- 
dle slides down across the bottom, 
and the heavy plastic is not affected 
by hot (160 degree) water. Write 
Tri-State Plastic Molding Co., Inc., 
Dept. AL, Henderson, Ky. 


i 


Brummel Hooks 


The new type “quick-connectors,” 
developed by Brummel Hook Com- 
pany, appear to be the simplest, 
surest, fastest means yet devised 
for instantly attaching or detach- 
ing lines to other lines—wire rope, 
rope or chain—or to fixed objects. 
They are instantly joined (or de- 
tached) by just a turn of the fin- 
gers—even in the dark by “feel” 
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alone. Once joined they can’t come 
apart until intentionally discon- 
nected. All sizes and types—fast or 
fixed eye hooks, swivel hooks, fixed 
jaw hooks, floor or platform fit- 
tings, bolt hooks, etec.—have a 
high safety factor over and above 
their rated safe working load. 

Brummel Hooks would seem to 
have obvious advantages for any 
application requiring quick, sure, 
connectors. For instance: handling 
logs and lumber, hoists, slings, 
braces, guy wires; securing loads 
on trucks; tent, military and camp- 
ing equipment. Write Brummel 
Hook Company, Dept. AL, 1619 W. 
Winona, Chicago 40, IIl. 












TERWILLINGER 


LOAN CO. 

















“In the event you miss a payment- 
who is your next of kin?” 


COPYRIGHT 1848 CARTOONS OF THE MONT. 





MOHAWK flush doors are - 


priced right — built right! Sell fast — stay sold! 





Mohawk Flush Doors are distinctive 
because they are built by conscien- 
tious Mennonites, who are famous 
for pride in their work. This feature, 
plus Mohawk’s carefully selected gum 
and birch panels... large,thoroughly 
seasoned, white pine stiles and rails 
... double lock blocks and com- 
pletely vented core add up toa 
warp-free door that’s guaranteed— 
a door that builds volume sales and 
satisfied customers for you. A com- 
plete range of sizes. End your door 
problems zow— send coupon today! 





RAILS—clear 3” 
Ponderosa pine 
—or equal 





cross-banded, 1/2” 
wide wood members 
—spaced 2” apart 





Ponderosa pine 
—or equal 


six-ply birch or gum 


MOHAWK’S NEW EXTERIOR DESIGNS . 





~ 


= a 3383 HAMMOND AVENUE 
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CORE—fully-vented, 


DOUBLE LOCK BLOCKS 
STILES—clear 1%” 


FACES—fully-sanded, 





M hawk FLUSH DOORS, 


ELKHART, INDIANA 


I 
| 
| 
| 
| 
| 
| 
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[ 


Mohawk Flush Doors, Inc. 

3383 Hammond Street, Elkhart, Indiana 
Rush details on Mohawk [ Interior Flush 
Doors [J Exterior Doors [J Hiawatha Birch 
Trimmed Flush Doors. 
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NAMES IN THE NEWS 





25 Years of Service 


Arthur H. Burt (left), director of 
sales for The Sherwin-Williams Com- 
pany, congratulates J. Leonard Rut- 
ledge, South Atlantic regional direc- 
tor, upon his completion of 25 years 
of service with the paint manufac- 
turing firm. Mr. Burt is seen here 
handing Mr. Rutledge a Silver Anni- 
versary Certificate and the traditional 
anniversary watch. 

Mr. Rutledge joined Sherwin-Wil- 
liams in 1927. He served successive- 
ly as a trade sales representative in 
Harrisburg, Pa., and as Philadelphia 








division sales manager before being 
named regional director in 1946. 





Folding Doors Cut Costs 


The Deloe Beauty Salon of Tulsa, 
Okla., gives full credit to this unique 
folding-door installation for cutting 
costs and providing the final glamor- 
ous touch to the interior of its new 


salon. Mrs. Deloe Clark, manager of 
the salon, estimates a savings of at 
least $500 was made by using Ra- 
Tox Folding Doors. With these doors 
the need for regular booth panel 
partitions and swinging~ doors was 
eliminated. Ra-Tox Doors are made 
of strong basswood slats, woven to- 
gether with heavy duty seine twine. 


Doors are hung from an easily in- 
stalled overhead track, and open and 
close by folding to one side. They 
are available in a wide range of 
colors and in natural finish ... in 
any size desired. Free literature 
describing Ra-Tox Folding Doors 
may be had by writing The Hough 
Shade Corporation, Janesville, Wis. 


Duncan Shaw Joins 
Oley Products, Inc. 


Duncan Shaw 
has been named 
president of Oley 
executive vice 
Products, Inc., 
Oley, Penna., a 
subsidiary of the 
H. A. Sward Co., 
Inwood, N.Y. A 
graduate of the 
Massachusetts 
Institute of Tech- 
nology, Mr. Shaw 
recently resigned 
as president of Arrow Lock Co., 
Brooklyn, N.Y., to accept the Oley 
position. He was formerly president 
of Reading Hardware Corp., general 
sales manager of F. Corbin 
division of the American Hardware 
Corp. and general sales manager of 
Lockwood Hardware Mfg. In his new 
position, Mr. Shaw will concern him- 
self mainly with sales, advertising 
and product development. He has es- 
tablished a national sales office at 7 
East Madison Ave., Dumont, N.J. 


Duncan Shaw 














TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 








PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Trade Mark 





Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 





Registered 
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Spraying by Plane 
Our Future Crop of Timber 


INSURANCE 
FOR YOUR FUTURE NEEDS OF 
@ HARDWOODS 


@ WHITE PINE 
@ HEMLOCK 


DEFEND YOUR TRADE with 














HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH ® OAK 
STRIP @ BLOCK 
and 
HERRINGBONE 
FLOORING 


* 
GRADED SAWDUST 
* 
High Grade Northern Hardwoods 
. | 
Custom Kiln Drying 


Members: M. F. M. A. WN. H. LA. WN. H. & HM. A. 


OCONnTO, WISCONSIN 
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IDAHO WHITE PINE 






one of 


(10) woods 
on 


from the WESTERN 
PINE 
REGION 


Genuine White Pine. Straight-grained, soft 
and even-textured, cuts and works easily 
and accurately with hand or machine tools, ideal 
for exteriors and interior trim, siding, paneling, 
fine cabinetwork. Takes and holds paints, enam- 
els, other finishes beautifully. 





This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 





Write for free 

illustrated book about 
Idaho White Pine. 
Address: 

Western Pine Association, 
Yeon Building, 

Portland 4, Oregon. 
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Air Control Products to Build New Office and Plant 


Air Control 
Products, Inc., re- 
cently started 
construction of a 
new office and 
plant in Coopers- 
ville, Mich. The 
new unit will con- 
tain 55,000 square 
feet of floor space 
and will supple- 
ment the com- 
pany’s other four 
plants. 

The general office of the company 
will be housed in a new office build- 
ing adjacent to this new plant. Lo- 





cated on one floor, the office will be 
of ranch-type construction, built in 
a “U” shape with a large patio in 





J. HERBERT BATE CO., INC. 


FOUNDED 1914 


EASTERN OFFICE: 
30 Church St., 


NEW YORK 8, N. Y. 


Phone WOrth 4-6363 
Teletype, N. Y. 1-1098 


WESTERN OFFICE: 
BATE LUMBER CO. 
1215 Public Service Bldg. 
PORTLAND, OREGON 


Phone, Capital 1661 
Teletype, Portland 255 


Members: 


W.P.A. S.P.1.B. W.C.L.A. 





Specializing in: * 


@ K. D. PONDEROSA PINE 


Yard Items—Paneling—Shop 
... from BETTER MILLS 





@ K. D. FIR & LARCH DIMENSION 
2x3 to 2x12—Lengths up to 18 ft. 


@ GREEN DOUGLAS FIR 
2x3 to 4x12—Lengths up to 28 ft. 


@ K. D. SOUTHERN YELLOW PINE 
Yard Items—Flooring—Stepping—Boards 











TRANSIT CARS ... . MILL SHIPMENTS 





Distributing Yards: 
BROOKLYN @ PHILADELPHIA @ NEWARK & ENGLEWOOD, N. J. @ W. PITTSTON, PA. 

















W. R. Wrape Stave Company — Industrial Lumber Company 
Little Rock, Arkansas 
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"Dixie Brand Oak Flooring — Oak Dimension Stair Treads 
Oak Trim and Moulding 
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the center. A cateteria and complete 
employe recreational facilities will be 
part of the program. A new research 
laboratory and experimental depart- 
ment will also be incorporated in 
these new facilities. The company 
will install what is probably the larg- 
est perimeter heating system ever to 
be installed. The entire office will be 
heated with forced warm air, using 
perimeter-type air distribution. 
Robert L. Leigh, president, said the 
increasing demand for Air Control 
registers, grilles, and diffusers has 
made this expansion move necessary. 


Walnut Showing Marked 
Gains in Furniture Field 


Native American woods—American 
Walnut, maple, and cherry—made a 
good showing at the recent Summer 
Furniture Markets in Grand Rapids 
and Chicago, according to a style, 
wood and finish survey conducted by 
the American Walnut Manufacturers 
Association. 

Newsworthy among the Walnut 
showings at this market were groups 
and individual pieces of furniture uti- 
lizing figured or character-marked 
Walnut. Designated as Enchanted 
Walnut—a trade term popularized by 
the American Walnut Manufacturers 
Association—this figured wood fits in 
with the current style trend for nat- 
ural colors, patterns, and textures in 
all homefurnishings and architecture. 


Canadian Expansion, 
Yardley Plastics 


Yardley Plastics of Canada, Ltd., 
Chatham, Ont., is investing $110,000 
in new plant expansion, Frederick B. 
Hill, president, announced. This com- 
pany is affiliated with the Yardley 
Plastics Company of Columbus, Ohio. 
The new factory will be equipped 


with plastic extrusion and injection | 


molding machines. Extruders are for 
the manufacture of Yardley plastic 
pipe and fittings in sizes ranging 
from %-inch to 6-inch. Injection 
molding equipment will be used in the 
production of Miraplas wall tile and 
plastic custom molding. 


COMPANIES ANNOUNCE 


Carl A. Menzel, former manager of 
the Housing and Cement Products Bu- 
reau, Portland Cement Association, 
Chicago, has been appointed Consult- 
ant on Concrete Technical Problems 
effective September 15, 1952, accord- 
ing to an announcement by Carl D. 
Franks, the Association’s executive 
vice-president. Succeeding Mr. Men- 
zel as manager of the Housing and 
Cement Product Bureau is S. H. 
Westby, assistant manager of the Bu- 
reau since 1945. 


Dr. J. S. Long, chemical director of 
Devoe & Raynolds Company, Inc, 
Louisville, Ky., has been approved by 
the Division of Chemistry and Chem- 
ical Technology of the National Re- 
search Council to be one of three U. S$. 
representatives to the International 
Union of Pure and Applied Chemistry, 
it was announced by William C. Dab- 
ney, president of Devoe. 
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Here’s a hardware item that brightens 
up dark clothes closets and that’s cer- 
tain to be a hit with housewives! No 





show- 
ing! Just insert 
furnished screws in 
a vertical position 


screws 


Smart Robemaster clothes hooks slide 
over the heads of screws, completely 
concealing them. They hold securely, one inch apart, 
yet are easily removed when cleaning, then — hook 

5 . . . 2 over e screws. 
a ae or moving. Simply Patented “slot. 
P slide’’ design per- 


Besides ease of installation and removal, mits easy removal, 


too! 
Robemasters are tops for smart appear- 
ance. Their triple-plated chrome finish Ideal ~~ Se 
and smooth-flowing lines give outstand- 7 . — ssh 
° lie axd beuut closet needs a 
ing quay an Ye dozen), apart- 


ments, offices — 
wherever clothes 
hooks are needed. 


Prompt delivery on any quantity—attrac- 
tively priced for quick, consistent profits. 


Send for free sample Robemaster and complete information to 








CONTINENTAL HARDWARE CO. 


Eh Oh 7-10 -)a-)-) a ee 





Grand Rapids 7, Mich. 





MAKE EXTRA PROFITS with 


loco late 


with the 


PERMANENT MAGNET 


USE Leco-Latches FOR: Kitchen Cabinets @ Medicine 
Cabinets e Music Cabinets @ Tool Cabinets e House 
Trailer Cabinets e@ Ship and Boat Lockers e@ Any 
Cabinet Door! 


Lasts forever — nothing to get out of order. Works per- 
fectly — even if doors sag or warp. Doors open easily — 
without snap, noise or jerk. Holds door in place firmly, 
yet gently. Easily installed. Improves appearance. 


NATIONALLY ADVERTISED — In Better Homes & 
Gardens, House Beautiful, Sunset, Popular Mechanics. Be 
sure you stock and display Leco-Latches, to take full ad- 
vantage of this powerful promotion! 


For literature, prices and name of distributor, write 


Laboratory Equipment Corporation 
St. Joseph 17, Michigan 
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Swi (yan 


"A Sliver or a Slab?" How better can we tell you 
the scope of PAMUDO'S operations! If you have a 
lumber and lumber products or Plywood problem, 
PAMUDO caa help you. PAMUDO'S warehouses, 
in five major markets, provide prompt delivery of 
stock Millwork, Fir and Pine Plywood. Tacoma office 
has facilities for handling your straight and mixed 
carload requirements of West Coast products. 


IF YOU HAVE A WOOD PRODUCTS PROBLEM, CALL 


Pamudo 


(PACIFIC MUTUAL DOOR CO) 
GENERAL OFFICE e Direct Shipments... 

Straight and Mixed Cars. 

Lumber and Lumber products . . . Fir and 

Pine Mouldings, Doors, Plywood and 

Cut-Stock. 

Stock Millwork—Cut-to-size Industrial Plywood. 
TACOMA BUILDING, TACOMA 2, WASHINGTON 
Warehouse stocks of 
Plywood e Doors 
Mouldings Stock Millwork 
WAREHOUSES IN 5 PRINCIPAL CITIES 

e 5$t. Paul 4, Minnesota 

e Kansas City 5, Kansas 








e Chicago 38, Illinois 


e Baltimore 31, Maryland 


, NewJersey 
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men will form a Commission for Or- 
ganic Coating Materials and represent 
America in international aspects of 
pure and applied chemistry dealing 
with protective coatings, he said. 


President of Masonite Corp. 


later joined the general counsel staff 
of the New York Central Railroad. 
Then, in 1939, Mr. Coates’ friend, the 
late Ben Alexander, who was then 
president of Masonite Corporation, 
employed him as one of the company’s 
counsel. Two years later he was 
made general counsel and in 1944 be- 
came a member of the board of di- 


rectors. 


John M. Coates president in 


wasrecently 
elected president 
of Masonite Cor- 
poration. Mr. 
Coates has been 
connected with 
Masonite since 
1939, having 
served as legal 
counsel up to 
1947, when he 
was made vice 
president of operations. 
Eugene Holland, 


ing’ officer. 
Mr. Coates is 





He succeeds 
who resigned. Mr. 
Holland will continue 


Owens-Ford 
bilt, Inc., 
with the com- the trade name 
pany as a consultant. 


Mr. Coates, 46, was born in Wausau, 


Wis. He started out with The Em- kins, president of Steelbilt. 
ployers Mutual Liability 1 surance The new name has been adopted by 
Company claim department % Wau- 


sau, later being transferred tt Duluth 
and Appleton. While serins as 
branch claim manager at these posts 
he became interested in legal. work 
and followed by entering the Harvard 
Law School from which he graduated 
in 1932. 

He became associated with the Chi- 
cago law firm, Hicks and Folonie, and 


kins. 


tended,” he 


confused.” 


In 1947 he was elected vice- 
charge 
which is the company’s second rank- 


well known in the 
building material industry 


country and throughout the world. 


Trade Name of Thermo-Glaze 


Changed to Dualbilt 


At the suggestion of the Libbey- 
Glass Company, 


Los Angeles, 


system from Thermo-glaze to Dual- 
bilt, it was announced by W. C. Wat- 


Steelbilt to avoid what Libbey-Owens- 
Ford considered to be a possibility of 
confusion with its product known as 
Thermopane, according to Mr. 


“Although both products are in- 
stated, 
insulating function they 
different in nature and should not be 


of operations, 


in this 


“Dualbilt,” Mr. 
a method incorporated into our door- 
wall and window frames by which a 


Watkins said, “is 


Steel- 
has changed 
its dual-glazing 


local glazer installs two sheets of 
glass cut to size out of his regular 
stock. The glazer is able to form an 
hermetically sealed air space and fill 
it with dehydrated air at the time he 
installs glass at the job site. 

“This is in contrast to Thermopane 
which is an assembly of two sheets 
of glass with dehydrated air sealed 
in at the factory and the entire glass 
assembly then shipped for installation 
in a frame made by others. 

“We are in complete agreement 
with the need to avoid confusion be- 
tween the two products, particularly 
since Steelbilt also manufactures 
frames for Thermopane installations.” 


Wat- 


“to perform an 
are entirely 



















Reduce Delivery Costs 
and Speed up Deliveries 
with 


TRUCK BODY 





Load or Unload a Load 
or Half Load ata Time 


Complete Beds Shipped KD 
Easy Assembly & Mounting 


Write, wire or phone for Catalog ond Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 
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Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 
sign. Capacity 1 million feet per 
charge. 


DRY SHEDS—Ample Storage Adjacent to Car- 
line Means Dry Lumber for you. 


DRY LOADING DOCK—Can Load 19 Cars 


Under Roof. Assures you quick 
Shipment Regardless of Weather. 








THERE IS NEVER A LET DOWN 
IN OUR QUALITY- 

PRECISION MANUFACTURE 
The Ralph lL. 


a sMITH 
i A SMITE 


Mills at Anderson & Canby, California 
Sales Office: Anderson, California 
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ANACONDA 
COPPER 


-MINING COMPANY 


| 


Lumber Department 


BONNER 
MONTANA 






























Manufacturers of Band Sawn 


NORTH CAROLINA PINE 
SOUTHERN HARDWOODS 
CYPRESS 

* 
End-Matched PINE, OAK, - 
MAPLE AND GUM FLOORING 


Modern Moore Kilns — Planing Mill Facilities 


Members: 


& > 


sGHTSEY, 
#4: BROTHERS 
= sete a 
MILEY. SOUTH CAROLINA 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 
















































GIVE CONDENSATION 
THE AIR with 
“MIDGET LOUVERS” 


Efficient sidewall venti- 
lation for new or old 
structures! Helps prevent 
condensation and moisture 
blistering. Easy to install. 
2 styles—for indoor or 
outdoor use—both with 
built-in insect screens. All- 
aluminum. 5 sizes—1” to 4”. 


Use on sidewalls, flat roofs, 
eaves and soffits, gables, 
unexcavated areas, finished 
basement walls, cupboards, closets, storm sash, 
etc. Write for information. 


MIDGET LOUVER CO. 


6-8 WALL STREET © NORWALK, CONN, 





PLEX 


SWINGING PANELS 
. . . how they can make money for you: 


It’s a fact well known to alert merchandisers that the better you 
display goods, the better you will sell such goods. The swinging 
panels of a Multiplex Merchandiser provide an ideal display 
medium for doors, lumber specialties, floor- and wall-covering 
samples. and roofing materials. You will find complete infor- 
mation in our catalog; mail the coupon for your copy. 








MULTIPLEX DISPLAY FIXTURE COMPANY 


907-917 N. Tenth Street St. Louis 1, Mo. 
IIE ss tesco nce nsdn, haus Sa canines endian 
I 5 0 8 sy 8 Baas ise nes nhs Seger open eens 
ADDRESS 
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1953 Bilt-Well Model Home 


As one of the special features of 
National Home Week in Dubuque, 
Iowa, the Carr, Adams & Collier Co., 
manufacturers of Bilt-Well Woodwork, 
put on display its 1953 Bilt-Well 
Model Home. 

This modern “ranch style” home, 
completely equipped with Bilt-Well 
Woodwork Products, was open to the 
public during specific hours of the 
week. 

Guests were afforded the oppor- 
tunity of walking through the home, 
viewing the complete line of Bilt-Well 
Woodwork in actual use, and having 
the products and their utility ex- 
plained to them by company person- 
nel. They were also given a colorful 
4-page circular, showing pictures of 
the exterior and interior of the 1953 
home. 

The model home featured built-in 
cabinet storage space throughout— 
from the front entrance to the two 
bedrooms and the bath. The cabinets 





were finished in a variety of natural 
finishes to show their flexibility in the 
matter of decorating and color 
schemes. 

This home will appear on the 1953 
Carr, Adams & Collier Co., calendars. 
Plans and specifications are available 
at a nominal charge. 


A Book fer All Businessmen 


For the first time sales, production, 
engineering, advertising and other 
men—in large or small business enter- 
prises—can understand the workings 
of a company’s accounting and finan- 
cial control. Equally important, it 
tells any businessman what he should 
expect of his accounting department 
—how it can relieve him of worry and 
prevent faulty decisions by providing 
correct and adequate statistical infor- 
mation on many activities. 

It describes the practical and proper 
use of financial facts and figures in 
making sound decisions—whether re- 


lated to directing sales efforts most 
effectively, reducing production costs, 
controlling inventories, purchasing 
new equipment, or negotiating a labor 
contract. In addition to illustrating 
the use of figure-facts for internal 
management purposes, it deals ait 
length with presenting the business 
story effectively to the stockholders, 
the employes, the general public and 
others. 

Amply illustrated with readable 
charts and forms, the book is, Con- 
trollership, the Work of the Account- 
ing Executive,” by J. Brooks Heckert, 
C.P.A., Professor of Accounting, Ohio 
State University, and James D. Will- 
son, C.P.A., Controller, Plaskon Divi- 
sion, Libbey-Owens-Ford Glass Com- 
pany. 





Planned to provide easy-to-find data 
for architects and engineers, Detroit 
Steel Products Company has issued 
a new 24-page catalog on “Fenestra 
Industrial Steel Windows.” The cat- 
alog gives descriptions, specifications, 
sizes, uses and advantages of Fenes- 
tra Pivoted Windows, Commercial 
Projected Windows, and Security Win- 
dows, used separately and in combi- 
nations; also, Fenestra Continuous 
Windows which are used mainly for 
toplighting in monitor and sawtooth 
roof construction. Construction fea- 
tures, hardware, section drawings and 
installation details in various kinds 
of construction are clearly illustrated 
and described. Write Detroit Steel 
Products Co., Dept. AL, 2244 E. 
Grand Blvd., Detroit 11, Mich. 








COUNTERBALANCED 


© lower cost 
© installed faster 


Inexpensive windows 
make an excellent sell- 
ing point when 
hung with Pullman Sash 








they’re 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Spruce, Norway Pine, Jack Pine 


Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


Straight or Mixed Cars 


® for better styling 




















TRAN 


TYPICAL 
FALSE HEADER 
LAYOUT 











LIFETIME GUARANTEE 


Pullman Sash Balances are guaranteed against 
imperfect workmanship or materials for the life of 
the building in which they're installed. 


PUN Si adn 
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Balances. Weathertight, 
noiseless, trouble-free op- 
eration. Alert architects 
now specifying them for 
homes, schools, hospitals 
—all kinds of commercial 
and industrial buildings. 
The Pullman method per- 
mits quick installation (10 
to 15 minutes per window), 
uniform mortise size— 
wide scope in window de- 
sign, maximum light area. 
Write today for full specs: 
Pullman Manufacturing 
Corp., 325 Hollenbeck St., 
Rochester 5, N. Y. 





@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


1026 Chicago Title & Trust Bldg. 
CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 


KILN DRYING FACILITIES 


RAINY LAKE LUMBER CO. LTD. 


Genuine 


Sales Office: 





APKHT WLS 
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. .. greater profits... 
... faster sales... 





Many models—and your choice 

of alternate features — make 
“4 these authentic Colonial corner 
K cabinets sell as fast as you can 
=. stock them. 

















A postcard will bring details and 
our extra-generous dealer discounts. 

















KIRBY 


Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


"A Wood for Every Purpose" 
KIRBY BUILDING HOUSTON, TEXAS 





“Is It as Good as Kirby's?” 














e substantial cash dividends 
e trained engineers 


e more than 80 branch claim offices 
in U.S. and Canada 








COUNTER TOPS 





High quality ma- 
ple counter tops 
that will last a 
lifetime. Water- 


Tap the do-it- 
yourself market 
with these beautiful 
cece tops. Or use 
them in your own 
proof and warp- custom-built. or 
resisting. Paraffin- kitchen remodeling 
oil finish. jobs! 


Absolutely guaranteed against defects. In standard 
sizes with or without 4” backsplash. 1%” thick. 
25” x 15”-18"-21"-24"-27"-30"-36"-42"-48” 


ALSO WORK BENCH TOPS of ALL TYPES for fac- 
tories, schools, laboratories, and for home work shops. 


Dealers! Distributors! Write today for complete in- 


formation, including low price list and discount 
structure, 


POLLAK INDUSTRIES CORPORATION 


Escanaba, Michigan 











Lumbermens |W Uy Guy 


Dperating in New York state as (American) Lumbermens Mutual Casualty Company of Illinois 
lames S. Kemper, chairman H. G. Kemper, president @ Mutual Insurance Building, Chicogo 40 

















CIRCULAR SAWS 
REPAIRED 


Worn out Inserted Tooth Saws retoothed like new 
to slightly less in diameter. 


Only genuine Simonds Bits and Shanks used. 
Over 50 years’ experience 


J. H. MINER SAW MFG. COMPANY 
Meridian, Miss. 


The original Miner Service 


Write for free Lumber & Log Scale — Dept. A 
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A Dependable Source for Quallt 


PRECISION PLYWOOD 


Select 
BIRCH and FIR PLYWOOD 


BIRCH STOCK PANELS 


Complete stock sizes. 
Grades A-A, A-I, A-2, A-3, 
1-1, 1-2, 1-3, 2-2, 2-3, 3-3. 
Thicknesses: '/g" to 34". 


Exterior and Interior 
FIR STOCK PANELS 


Complete stock sizes. 
Grades AA, AB, AC, AD, 
BD, CC, CD. Thicknesses: 
Vi," to 3%," inclusive. 
BIRCH DOOR PANELS 


Grades: A-3, 1-3, 2-3 and 
3-3. Ve" and 3/16". All 
panels 3-ply. Bureau of 
Standards specifications. 


L. C. L. OR CAR 
SHIPMENTS 


Servicing all states west of 
the Rockies. 


Write today for prices and full details. 


PRECISION PLYWOOD CO. 


Long Beach, Calif. 
Phone 7-08983 
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Foiling the me | in | One Easy Lesson 


Attentive crowd 
watched the mus- 
ical marionette 
production of 
“How to Burglar- 
Proof Your Home” 
sponsored by Yale 
& Towne during 
the National 
Hardware Show in 
Grand Central 
Palace, New York 
City. Staged by 
the Suzari Mari- 
onette ensemble, 
the dramatic pro- 
duction is part of 
Yale & Towne’s 
institutional cam- 
paign aimed at 
educating the 
public in problems of home security. 

According to the F.B.I., the total 
number of crimes committed in the 
United States in 1952 will probably 
number 2,000,000. About a half a 
million of these crimes will be burg- 
laries perpetrated against homeown- 
ers and business owners. 

Following the premier presentation 
of the Suzari Marionettes at the Na- 





tional Hardware Show, Yale & Towne 
plans to bring this musical marionette 
show to audiences in different parts 


of the country. In addition, a folder, 
“How to Burglar-Proof Your Home,” 
that contains a “score yourself” check 
list for the homeowner, is being’ made 
available. Write the Yale & Towne 
Manufacturing Company, Chrysler 
Building, New York 17, N. Y. 





Ace Pallet Rollers 


This 
King” 
in two directions, 


newly designed “Stevedore 
is for moving a loaded pallet 
forward or back- 


ward. Trucks, trailers and semis are 
easily and efficiently loaded and un- 
loaded using unit palletized loads. For 
example, a carrier brings a large load 
to the receiving department of a plant, 


in “Ace Stevedore King” is placed o1 
i.e bed of the rig, an empty pallet 

placed on it, loaded and returned to 
che tailgate ‘for removal by the for! 
iruck on the dock. Speed and econom) 

result from the elimination of hand 
trucking, fork truck tie-ups, fork truck 
freezing and extra labor costs. Thx 
rollers are light weight, low cost and 
highly efficient. Reverse method for 
loading same carrier equipment. “Kins 
Size” rolls are heavy gauge, large 
diameter, have crowned ends for free 
rolling and floor protection. Bearing 
are heavy duty, fully lubricated and 
nationally known. Frame is_ con- 
structed of high tensile strength steel, 
fully welded. Eng. Bul. 102-K is avail 
able on request. Write Frank L. Rob 





inson Company, Dept. AL, Latham 
Square Bldg., Oakland, Calif. 
“How To Buy Floor Matting”, 


whether it be rubber, wood, plastic or 
composition, is the title of an unusual! 
piece of new literature which tells its 
story in an entertaining and humorous 
cartoon form. A swami whips out his 
crystal ball and takes the dealer on a 
twenty-three panel, six-page tour of 
a restaurant, pointing out the services 
that the 11 different types of mats 
manufactured by the company will 
perform in various locations in the 
establishment. Although the scene is 
laid in a restaurant, the points it 
makes apply to any manufacturing 
plant, building or other establishment 
using mats. For copies write Ameri- 
can Mat Corporation, Dept. AL, 2018 
Adams St., Toledo 2, Ohio. 










PROFITS 


Lumber Dealers 


Increase your PROFITS and enjoy greater customer satis- 
faction by selling lumber treated with WOODLIFE, the 
A dip tank will enable you 
to treat all lumber quickly and economically. Whether your 
needs are large or small, we can help you determine the 
Write today for complete information 
covering tank designs for WOODLIFE treating. 


complete wood preservative. 


correct equipment. 


Protection Products Mfq. Co. 


Research Laboratory and Plant KALAMAZOO, MICH. 
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E. J. Linke, Pres. 
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Lumber Corp., Carlton, Ore. 


A Sustained Yield Operation 


Graham Griswold, Secy. & Treas. 


WESTERN 


SOUTHERN 
FOREST 
PRODUCTS 


DEPENDABLE 
SERVICE 
SINCE 1928 











“= ; Soanale 
LE LUMBER 

— CHICAGO 26, ILL. 
S PARK 4-7148 & 4-7149 























L. 


Manufacturers 


Douglas Fir 


Guy Haynes, V. P. 
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